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y Can't Beat Us AI” 


“The 


OU have every man now working with The Lincoln National Life pulling for 
you the minute you link up with The Lincoln. 


Many fellows who are plugging along at a hit and miss gait have snapped into 
line as big producers, because they have joined this great combination of whole- 
hearted comrades. 


“They can't bg¢at us all” 


is the cheery assurance given every agent who reports a new sellin 
problem. 


Then The Lincoln Life Agency men get their heads together and the problem is sure to bs 
answered—right. 


Lincoln Life officers have carried rate books themselves, and the heads of the Lincoln Life Agency 
Department have learned through their years of experience as salesmen the advantage of counseling 
with their field men. It is a helpfulness that goes all along the line. 

This maichless support is backed up by the most modern policy forms, participating 
pxriicipating, and the Lincoln Life rejection rate on all applications sent is but 


and non 
® 907 
3.7%. 
li will pay you to— 


(nk uP(Jwi n THE rue) LINCOLN) 


The Lincoln National Life 


“Its Name Indicates Its Character” 
Lincoln Life Building 


Insurance Co. 


Fort Wayne, Indiana 
NOW MORE THAN $135,000,000 IN FORCE 
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PROTECTED AGAINST FIRE AND 
LIGHTENING . HOW ABOUT. LIFE 





INSURANCE PROTECTION FOR 


| r_ WIFE, AND CHILDREN ? 
CSS, “ Guess Ib BETTER HAVE 
—_ SOME OF THAT TOO. ” 
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| INSURANCE IN FORCE OVER $46,000,000.00 


You Are Working for Commissions. Sell Policies 
Providing Real Protection 





If totally disabled, the company waives payment of premiums and pays an income as long as total 
disability continues. _ If accidentally killed the company pays family double the amount of insurance. 


WE PAY LIBERALLY FOR BUSINESS 
For Agency in Minnesota, North or South Dakota, write to H. J. C. HIRSCHMANN, Manager, 408-409 Essex Building, Minneapolis, Minnesota 


For District General Agency in other States, address 


Reserve Loan Life Insurance Company 


INDIANAPOLIS, INDIANA 
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Northwest Life Congress Has Record Attendance 


CLOSE TO 300 ENTHUSIASTIC LIFE UNDERWRITERS HEAR GREAT PROGRAM—W. M. HORNER’S 
ADDRESS CAUSES ONLY A RIPPLE ON SMOOTH SEA DURING THE FIRST DAY’S SESSION 
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LOSE to 300 enthusiastic life under- gress, but on his return to Mint li not know in a single instance the per consider the subject of “The Greatest 
e writers of Minnesota, the Dakotas, heard of the discussion his words be sonnel of the speakers. hing in the World Pre lent Moore 
Nebraska, Wisconsin and lowa at- fore the Congress had provoked, and “My remarks were dictated wit th introduced John Cleaver inn ale 
tended the fifth annual meeting of the under date of July 3 prepared the fol- great deliberation on a knowledge of of the Sioux Falls Chamber ( er 
Norihwest Life Congress held at Sioux lowing statement for publication the facts and because of the well-know1 rce. who welcomed + shai 4 
Falls, S. D., July land 2. This a record “I have just learned as I am taking a jyterference and undue supervision o he city Walker Godwi eo Tr 
attendance in spite of the fact the meet- train for Seattle that after I had left National Association officials. as out f the Minn voli I , “Uh wv noes 
ing was in a rather distant location Sioux Falls there was taken up at the jjned in my address and as I had men- respond d { eo ‘ anes Pegi tise 
for most of those in Congress territory. Northwest Congress meeting the state tioned very pointedly before. and eve! oe r or — Mf eee 
President G. W. F. Moore and his asso- ment which I made in my address with though I am now out of the life ton o tgs tribute to Sir. Moore for his 
ciates of the Sioux Falls Underwriters respect to speakers being brought in ance business. as a matter of truth pre eniialibapessies 
had prepared most delightful entertain- from outside the six states and that my , iiling. I stand ready at at : , al] Eliason Speaks on 
ment and he himself made an ideal pre- remarks had been misconstrued by a times to substantiate all statements Systematic Production 
siding officer for the business session gentleman who had been invited and ade at Sioux Falls or on any previou After the singing of “America” and 
and clever toastmaster at the banquet di spe ak at the Northwest Congress cCascion vith regard t the same su Smiles.” A O Eli a of og p. 1 
The only resolutions adopted were trom the city of Chicago cect.” spoke on “Systen a a a ia 
those acknowledging the completeness “T am very glad to state that which is sai kK ety ie ; — pOSSSen, : - 
of arrangements and cordial reception absolutely true—that at the time I| read Visitors Welcomed; ee — < SOVEES Th HES UNCC 
given the visitors by Sioux Falls. my remarks and when they were di Goodwin Responds Coe ae 5 careful cam 
: tated, | did not have in mind any speci In calling the Congress to rdet paign, tne me —,_ sas ry preciation of 
President Moore fic individual As a matter of fact, VPresident G. VW ! Moore f Sioux ¢ high order of the calling. The time 
Replies to Horner when the remarks were dictated, I did Falls stated they were assembled to @! ‘4UUres in other lines as life agents 
The only ripple on a smooth sailing ail ' Has passed and ile underwriting now 
calls tor men of highest character; men 


sea tor two days was but a tew mo- 

ments before adjournment when Presi ability, stability, and action, and wh 

dent Moore arose to reply to a state Hee ene profession Carries grave respor 

ment that had been made in a paper by sibilitic i profession of service car 
: rying its own reward 


Warren M. Horner of Minneapolis, 
wherein the assertion was made that 
“this organization and its deliberations 
should be confined to individuals re 
siding within the six states of the Con 
gre — Mr. Moore wished to keep the 
record of the Sioux Falls association, 
which arranged the program, clear and 
clean. He explained that outside speak 
ers had been invited on the programs of 
the last four Congresses, and, further, 
that such was authorized by the by 
laws and constitution. 

“IT am not intending to throw any 
slurs,” he said, “it is merely a matter 
of self-defense for our Sioux Falls As 
sociation.” 


lo pertorm our work well we should 
energetically and systematically ply our 
our profession early and late pursuing 
success diligently and with a determi 

tion which makes failure impossible 
he agent should keep a systematic re« 
ord of his own work to know his ac 
complishments as wll as his failures 
Success depends entirely upon the per 
sonal capacity for systematic work and 
ability to overcome limitations.” 
Let Contract Sell 

Itself, Dillon’s Advice 

In the discussion of Mr. Eliason’s 
aaper, M. J. Dillon of St. Paul stated 
1e believed that the agent who showed 
a policy and described it fully would 
frequently find the contract has sold 
itself. Keep the premium cost in the 
background Present the prospect's 
ed He explained how in St. Paul 
the local association had aided life in 


surance underwriting generally by a 
| | > 4 


I 
] 


Minneapolis Man 

Explains Statesment 

F. M. Flory of Minneapolis, of the 
former Horner agency, said the man 
referred to had done as much if not 
more for advancement of life insurance 
than any man in the northwest, a man 


of vision whose ideas had been incorpo publicity campaig local daily papers 
rated by the National Association. “In ng t value and need « sufficient 
a way the statement objected to was i rance An o t e who hav. 
narrow-minded,” said Mr. Flory, but ive state ts f ‘ advertising 
warranted if you knew what prompted re tl ~ yMmMissioner and tl 

it In the National Association you vernor Cwenty-five agent re i 

couldn’t go to first base if not in a cer ‘ ! t t pay $5 each per 
tain coterie.” He then explained the t i h « of them considers 
Northwest Congress was organized to tting $125 month in publicity 
bring about certain reforms. \mong ra est! t t $ Mr. Dillon 
these was the adoption of a code of has had chare f epari the adver 
ethics. First one was adopted by tisine 


Don’t Try to Cover 

Too Much Territory 

Harry H. Miller of Minneapolis en- 

mrrsed Mr Eliason’s views that an 
agent should not try to cover too much 
territory. He gave his experience with 
one of his country agents who started 
to write in a small town for the New 
York Life twenty years ago. The first 


Minneapolis, then by St. Paul, when 


that city’s delegation was on its way to 
the Des Moines Congress two years 
ago At Des Moines the code was 
adopted, and from there the idea taken 
to the National Association. 

There were but few present at this 
time, just before adjournment, and the 
incident passed without further com- 
ment. ‘a luc 
Had No Individual in peek Se seeceass Seana enn Caneares 

, Oo increase his production $15,000 a 

Mind, Horner Says G, W. F. MOORE year and has exceeded this. He devotes 

Mr. Horner had been unable to re- Sioux Falls, S. Dak. his time to one county only, and if he 
main over the second day of the Con- President Northwest Congress knows some one wanting life insurance 














) 
in an adjoining county, refers the 
prospect to some agent in that locality. 
He says if he goes into an adjoining 
county after business, he fears he may 
be losing twice as much business at 
home. Last year he paid for $900,000, 
and this year his business will run over 
a million. Mr. Miller has since placed 
a number of country agents and im- | 


pressed them with the idea of holding 
to the home county only, and they are 
proving successful 


Larson Talks of 

Picking New Men 

A. C. Larson of Madison, Wis., state 
agent tor the Central Life of Des 
Moines, said they charged every man 
in their organization an entrance fee of 
$5. It dignifies the business, makes the 
man realize it is a worth-while privilege 
to belong. They are considering rais- 
ing the fee to They try to 
start new men right. In selecting men, 


$15 or $25. 


try to choose those with “go” in their 
make-up. The man who will “go” will 
become a_ systematic producer, no 
matter what his former business. Sug- 


gest the new man take at least one in- 
surance magazine, read, and study it. 
Mr. Larson sends weekly and monthly 





E. J. MORGAN 
Secretary Northwest Congress 


bulletins to agents as well as personal 
letters. An experienced man is sent 
with the new agent for ten days or two 
weeks to help the new man find himself 
If the selection has been wisely made, 
little further help is needed. But to 
waste time on the fellow who hasn't 
“go” in him, isn’t willing to work, it is 
a waste of time to bother with him; it 
is like trying to make a silk purse out 


of a sow’s ear; it can’t be don 


“Economics and Life 
Insurance,” Horner’s Theme 
President Moore introduced Warren 

M. Horner of Minneapolis, “a man who 

if he needs any introduction to any of 

you, you must be new in the business.” 

Mr. Horner spoke on “Economics and 

| ife i 

address presented a 


Insurance, 


gavel to President 


Moore for future use of Northwest 
Congress presidents. It was the gavel 
used at the first Congress five years 
ago. Mr. Horner had had it appro- 
priately inscribed on a silver plate 


These are days, he said, when more 
uld be working instead of 
and it is inopportune to 
But good advice, backed by 

action is needed by the world 

Wi 

rience of the useful application of 

the wealth and resources of the country. 

And thereto should be applied the larg- 


people‘ she 
preaching, 
sermonize. 
nuous 
fines economics as 





ster a¢ 





est amount of both brain and muscle. 
The country is suffering from a lack 
of production, and wunrest—the war 


aftermath. This country attempted a 
big job in becoming the world’s melt- 
ing pot. It is highly necessary there 
be instructio1 vocationally and in 
proper schooling, hammering home to 
(CONTINUED ON PAGE 14) 
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HORNER RAPS “CONTROL BY THE FEW" | 


Minneapolis Man Says National Organization Used as_ | 
Political Affair—Speaks on ‘‘Economics and 
Life Insurance” 


ARREN M. HORNER of Min- | 
W nearotis, for many years one of | 
the best known life underwriters | 


in the Northwest, who left the life 


| insurance business recently to become 





| representation 


| organization of 


president of the Mahr Manufacturing 
Company, in his address at the North- 
west Congress charged that the national 
life underwriters had 
been used “almost wholly as a political 
affair,” and urged the unseating of 
“those who arrogate the power.” 

His subject was “Economics and Life 


Unc.. the economic dis- 


Insurance.” 


| 


| mation 


cussion the problems which especially | 


| confront the country today were taken 


up in considerable detail, the points 
especially stressed being that there is a 
lack of individual responsibility per- 
meating our national lite due to short- 
sighted, arrogant political and business 
action, and our otherwise great people 
have committed these errors owing to 
an inherent policy of putting off the 
evil day; that there has been genuine 
effort to create justice and proper co- 


operation between capital and labor, 
but such efforts have not been general 
and lacked unity; finally, that we need 
political and business justice, ‘nore 


scientific extension of credit, and basic 
educational supervision, vocational and 
otherwise, in order to make people con- 


tented, efficient and frugal. He con 
tinued: 
Two Go Hand in Hand 
“Now, then, life insurance = and 


economics go hand in hand hecause life 
insurance is basic in economics as a 
leveler of human affairs and 
many of the things in this world move 
ment, which you represent as an insti- 
tution, are analogous to the deductions 


because 


made with respect to the nation’s af- 
fairs. 

“The life insurance business as car 
ried out in this country is as impor- 
tant, if not more important, than any 


other thing that people have or have to 
do with, outside of the air they breathe 
and the food they eat, and yet there has 
only been thus far individual and local- 
standardize agency 
as to make the business 
young manhood and 

proper social and 


ized action to so 
attractive to 

womanhood of 
business caste. 


Protests “Rule of Few” 


“Men who are being emulated to- 
day, ten or fifteen years age, when they 
saw the light and advocated construc- 
tive and corrective measures, were 
jeered at and called crazy. It is true 
that the majority of the rank and file 
of agents over the country have not 
been to blame in that they have seen 


| the light, but they have been to blame 


but before opening his | 


in that they have not properly organ- 
ized themselves to see that their judg- 
ment and their will were imposed, and 


| that their affairs be not conducted by a 
| certain limited few who have used their 


a 





national organization almost wholly as 
a political affair with an unbroken rec- 
ord of total disregard of what the field 
men might desire or require as against 
the judgment of this small clique in col- 
laboration with a few companies. A 


thorough study of the proceedings of 


conventions of this body and utterances 
of those who arrogated to themselves 
its management with those whom they 
selected as its officers, usually a year 
in advance, does not disclose, with but 
one exception, the advocacy of any 
original or constructive ideas or pro- 
mulgation of any progressive policy. 
“This kind of political control of a 
few in national or institutional affairs 
is vicious and destructive, but it is a 
grave question if those who stay away 
and do not vote to unseat such an ad- 


ministration are not as much, if not 
more, to blame than those who arro- 
gate the power. 


Planned for Real Reforms 


‘This Northwest Congress four years 
ago was opened with the following his- 
toric statement: ‘This congress is as- 
sembled to advance life underwriters of 
the Northwest in principles and prac- 
tices of life insurance to better serve 
the public.’ Moreover, one of the prin- 
cipal thoughts which impelled its for- 
was the idea that in the great 
Northwest with its virile manhood and 
womanhood, originality of thought and 
force of action, there would be an as- 
semblage of men and women of this 
nature to originate and carry out not 
camouflaged but real policies of reform 
and that such fteforms 


in the business 


| once inaugurated and carried out here 





would by their own force and logic be | 


grafted upon the national body. 
Northwest Congress for Northwest Men 


that because of the putting 


“Further, > pt 
as indulged in in the 


ff of the evil day 
past and the somewhat 
between home offices: and the certain 
few, hereinbefore mentioned, the meet- 
ings of this organization and its delib- 
erations should be confined to individ- 
uals residing within the six states. Un- 
fortunately, after the first meeting in 
Minneapolis and St.’Paul, this rule was 
broken It undoubtedly retarded the 
independence and effectiveness of your 
The thought was not inspired 
yr exclusiveness; it 
knowledge of facts 
and the action 


at 
c.iose 


actions 
by provinicalism ¢ 
inspired by 

the action, 


was 
warranting 


relation | 


was based upon. the fundamental law 


of the state having the right to legis- 
late within the;state in matters per- 
taining to the state. Then if the state 
made a good law, its advocates could 


see that. it was incorporated in the 
national law. — oe aca 
The Minnegpolis Association of Life 


Underwriters, a unit of this organiza- 
tion, in its action on the part-time qu°s- 
tion, has given a case in point. What 
are you going to do about it here, and 
aiter having done what you do ‘rere, 
what are vou going to do with the na- 
tional body? 


Economic Aspect of Life Insurance 


“As the subject of this paper is partly 
economics, it is well to analyze briefly 
the economic aspect of life insurance. 
It is well to bear in mind that life in- 
surance is a combination of banking— 
savings banking, we might say—and the 


element embraced in fire insurance pro- 


tection, but with a more scientific ap- | 


plication thereof. There will probably 
be no attempt to controvert the state- 
ment that without the banking element 
and‘interest earning feature combined 
with the science of the mortality table, 


the system as now employed in its | 
enormous accomplishment would not 
exist. 

“Now, then, there is a real point in 





driving home the foregoing. There has 
been mentioned here today the unwar- 
ranted expenditure of money for auto- 
mobiles, moving pictures and through 
other wasteful channels where there is 
no permanent value created or if per- 
manent value, at least not useful wealth 
or thrift creating value. Bear in mind 
that the expenditure of money for life 
insurance in this country must have 
justification and in the enumeration of 
the many things that it accomplishes of 
great economic import, there is ample 
reason for the volume of protection car- 
ried. The functions which life insur- 
ance fulfills justify the statement of 
those who predict a much larger vol- 
ume, but there is grave question if it is 


| the public. 


| months was 73.6. 


not time for the producers of life in- 
surance protection to stop in the head- 
long race for new business long enough 
to consider the economic aspect of life 
insurance in the premium paying end 
as well as in the death benefit result. 

“In fine, is it not time that the pay- 
ers of life insurance premiums should 
be considered in their individual 
economic aspect? 

Need More of Thrift Element 


“The very decided judgment of many 
individuals is to the effect, in view of 
the banking aspect of life insurance m 
all of its standard forms of contract 
and because of the undue _ten- 
dency of the American people to spend 
prodigally with little thought of their 
own future, that more of the element of 
thrift be injected in the business of 
life insurance and that no man or 
woman should buy a policy which does 
not make provision for his or her own 
old age. In other words, that policies 
of life assurance be sold as nearly as 
possible so as to make a direct provi- 
sion for the insured to begin at a time 
within his or her period of expectation 
of life at the time the insurance is 
bought. This may sound as mere theory 














HORNER 
Minneapolis, Minn. 


WARREN M. 


or personal opinion, but the sugges- 
tion is nevertheless supported by irre 
futable logic of the necessity of pro- 
viding protection for old age plus the 
fact that if all life insurance were 
sold or approximately so sold, then as 
the years passed there would be no 
wasted dollars upon the part of any in- 
dividual who lived to old age or to the 
end of his expectancy in that all the 
money he would have paid out would 
be returned, and something besides. 
“There has been no attempt in this 
paper to offer a panacea for all ills in 
or out of the business of life insurance. 
Especially in the criticism passed upon 
the conduct of your national organiza- 
tion and in the recommendation for 
agents to organize and impose their will, 
there has not been the slightest idea of 
arraigning agents against companies or 


so 


companies against agents as opposite 


poles. Nevertheless, there is an abid- 
ing conviction that agents should so 
inject themselves in their present na 
tional organization in numbers, and 


as will make that body 
numbers, ideas and 
administration to the end that they 
may promote a friendly, wholesome, 
effective community of interest  be- 
twe themselves, the companies and 


” 


force of action 
representative in 


en 


Pacific Mutual’s Mortality 


The Pacific Mutual gives its mortality 
ratio for the first four months of the 
year, it being 56.3 in January, 110.6 
in February, 74.5 in March, and 52.8 in 
April. The average for the first four 
The average for the 
first four months of 1919 was 113.7. 





8, 1920 


life in- 
» head- 
-nough 
of life 
ig end 
esult. 

le pay- 
should 
lividual 


nt 


f many 
iew of 


ance m 
ontract 
> ten- 


) spend 
f their 
nent of 
ess of 
lan or 
h does 
er own 
olicies 
arly as 


provi- 
a time 
ctation 


ince IS 
theory 








sugges- 
yy irre 
f pro- 
lus the 
yere so 
then as 
be no 
any in- 
to the 
all the 
would 
ides. 

in this 
| ills in 
urance. 
d upon 
ganiza- 
ion for 
eir will, 
idea of 
nies or 
pposite 
n abid- 
vuld so 
ent na 
‘Ss, and 
it body 
and 
it they 
lesome, 
st be- 
ies and 


as 


y 
ortality 
of the 
110.6 
52.8 in 
st four 
for the 
3.7. 


’ 





YUM 


July 8, 1920 


Need Legislation to 
Protect Investments, 


Job E. Hedges Says 


Saying that the h amount of pol- 
icyholders’ funds invested-in the North- 
west indicated the confidence of the 
life insurance companies in the stability 
and wealth of that territory, Job E. 
Hedges, general counsel of the Asso- 
ciation Life Insurance Presidents, 
emphasized to the Northwest Congress 
of Life Underwriters the need for the 
maintenance of adequate legislation 
protect such investments. 

“Investments can neither be 


uge 


o! 


to 


erly invited nor protected withou 
underwriting and stabilizing « 
sistent, comprehensive and sane 
lation,” said Judge Hedges Ir 

tion to invest without 1 s to protect 
is like selling bonds without a mort- 


gage.” 
“East Is West and West Is East” 
“East 


the title of 








which de: the bridging 
of the two sections of tl country 
through the operations of the life i 
surance companies He s 1 part 
“The appt il of | ins nce s direct 
and convincing Its accomplisl nts 
are stimulating and satisfying. This 
gathering w not have | n ts 





full function if we confine our entire 


thought to our chosen 








Cit ri > ss 
activity There is a still bigger ques 
tion, a still larger field 
thought. our deliberations 


dedication 
West 
an E: 
merge and 
of 
question is pertinent 
iry at large, and 


Americanism 


£e 


possible comn 


Is Solvent 


“Kipling tells us that the extremes of 
the horizon met when courageous men 
view each other through the vision of 
high purpose. We can make this poetic 
philosophy furnish us basic facts for 
realized hopes. Our extremes will dis- 
appear and seem as childish prattle if 
we view them through the mystic glass 
reflecting a common Americanism. 
That Americanism, viewed in right high 


spirit, will furnish the solvent for all 
difficultics and become a_ standard 
toward which the back is never turned. 


Sense, good temper, adequate reason- 
ing, facing of facts, and the horror of 
untruth are all the elements needed. 
“It is absurd for the East to disre- 
gard without proper consideration the 
experiments of the new and growing 
West It is equally absurd for the 
West to assume that mere novelty is 
better than successfully tried practices 
in the E 


“I fear novelty no more than I do 
continued persistence along the lines 
already established. It makes no dif- 
ference in substance whether a man is 


called conservative or progressive. It 
is of vital consequence whether what 
he is attempting is progress or retreat. 
The question of whether one is pro- 


gressing is not one of speed but one 
of direction.” 
Bars Notes Without Interest 
BALTIMORE, Mad., July 7.—In ac 


eprdance with a ruling of Commissioner 
Keating, based an opinion by At 
torney-General Armstrong, insurance 
agents and companies no longer will be 
allowed to take non-interest-bearing 
notes in partial payment of insurance 
premiums 

The put before 
Armstrong when it was brought 
attention that a_ larg 
wanted to make a payment of part cash 
with the remainder in four notes with 
out interest Mr. Armstrong took the 
position that the giving of credit with 
ent interest was a form of rebating 


on 


Mr 
to his 


policyholder 


question was 
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TERRITORY CAN'T BE “WORKED OUT” 





Always New Prospects, says 
Characterized as Only Key to Succ 


Is 


Production 
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Cites Own Experience 
Whe I rst ¢ t ( ¢ 
elever ears ag | < ‘ 
timidated by an « r Souths 
Minnesota I was s ¢ oe 
in a rich territory whers c vas well 
cquaintec ind apparent! lik l 
Interview after te ew r to b g 
results. Our receptio as ¢ il, but 
no business followed Finally ifter 
two days of hard work, the gent’s 
cousin, whom w were trving to 
sure, solved the n stery “No.” he said 
to his cousin, “I won't have vthing 
to do with it, and you ought to be 
ashamed of vourself, you, a grown 
ible-bodied man running around th 
country begging from your ow! rh 
bors and friends, instead of earning 
uur $2 a dav at honest lal rl e 





SYSTEMATIC WORK IS 
SECRET OF SUCCESS 


' 1 rr 


l t i 
I 


lifferent things 


eld xs cultivated it is eve 
ishe | tor cond t + { t T 
ch ng nd ey T sre t 
< ! to light every da 
The st tow yetw n 
trains” n ‘ neve make a 
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Northwest Congress. 
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Success depends wholly on our 


ability to overcome our p¢ mal 
limitations, and upon our Ca 
city for systematic work 

It is not necessary or even di 
irable to attempt to work a large 
territory, \ single id count 

sufficient or mil m dollar 

vear agency 

There is Oo such thi gg in our 
profession as “ vorking out” a 
territory “Working out” a terr 
torv and “burn it up” are tw 
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Insurance Exemption 
In Bankruptcy Cases 
Defined by U.S. Judge 


\ N t eview or th status 
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thwest ( re by | g la " 
LD. LElhott I l 1 Stat al ict 
tt re l led 
‘ ‘ l tl 
s ft { I ( ] 
lt lation 
I ecl l 
' ‘ t ».000 t lite in 
; ’ ¢ , 
r : 
‘ A aha 
T c 
ce he 
\ < 
‘ 
t 
¢ 
‘ ' the 
Greatest Asset Man Can Have 
' 
| ’ 
‘ 
‘ 
S lt 
. Ty ‘ 
t m 
t ¢ , 
a ‘ 
t —] i { 
t t affec 
; . ] 
q tat eal 
CXx¢ &: © it i 
t ] cs 1! ‘ . { 
$5,000. 
May Preserve All Insurance 
rie s rwed ther th the « is¢ 
inkrupt every ing i excess ot 
70,000 the way < ie insurance may 
e pre erved du his life i case ol 
the } f lie nraneré : 
ioss O us property, upon payment 
to the trustee by him or his friends of 
the cash surrender value of the polici« 
nd he is thereby entitled to hold this 
protection tor the benefit of the bens 
heiary named in the policy 
“Can you think of any other piece 
t property preferred in this way 
ked Judge Elliott. “Is there any in 
tment that « can make that gives 
, ' 
t him the assurance that vou oftel 
with a life policy hese inducement 
ftered intending purchasers of life in 
surance are such that they must ar 
peal to the average person Phese 
statutes considered in the light o the 


y other kind or class of Pp pert 
I d in sset to every man solicit 
gu ance and in the work of build 
the susiness of ] con pany ’ 
Big New York City Business 
The new insurance placed by _ the 


Equitable of New York agencies in tl 


litan d 


strict 
e first six months of the year is $6 
00,400, which is $22,500,000 more than 
the s lar period of last year. TI 
Ss tl ré something over 
0 percent 


Commonwealth Life’s Dividend 
\t iT et ¢ of the board t direc 


tors « the ( monwealth Life of 

Lou lle last week, a semi-annual di 
+ | ’ 

\ ‘ ad ot 5 cent on the stock of th 

my vy was declared, payable July 1 

ccording to an announcement of Dar 

wi \\ Johnson, secretary and 


treasurer, 
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EQUITABLE OF IOWA 
MEN IN CONVENTION 


Vice-President H. S. Nollen of the 
Company Gave a Notable 
Address to Agents 


HAS EXCELLENT PROGRAM 
Agents Present Some Selling Points 
That Are Having an Appeal 
to the Prospects 









DES MOINES, lIla., July 7.—Vice 
President H. S. Nollen of the Equit- 
able Life of lowa made a notable ad 
dress before the Equitable of lowa 
Agents Association, which is holding 
its annual meeting here this’ week. 
Mr. Nollen reviewed some of the im 
portant phases of life insurance in light 
of recent events. He showed how 
these events emphasized the necessity 
tor considering a life company in its 
fundamental character as a_ perpetual 
organization in order that one may 
have a proper conception of the es- 
sentials tor its growth and _ stability. 
Mr. Nolfen in his remarks spoke in 
substance as follows: 

Lhe modern lle insurance contract 
luvolves obhgations on the part Of tik 
company that will continue througa 
two or more generations In this re- 
spect it ditters fundamentally from the 
ordinary commercial transaction. In 
the mercantile establishment, each 
transaction 1s Of a comparatively tem 
porary nature. As a rule the trans 
action is be gul and closed by the same 
individuals. So it is in most bank 
transactions. Ina life insurance com 
pany, comparatively tew or the c 
iracts are begun and completed withu 
the lifetime of single party to the 
transaction 

Net Result Easily Ascertained 

\ mercantile establishment, or a 
nancial institution may, as a rule, re 
gardless of its size, close up its busi 
ness trom time to time so that the net 
result of its transactions can be easily 


ascertained his also applies to other 


branches of insurance, for the reason 
that the policy contracts usually run 
tor short periods and are subject to 
readjustment from time to time, as 
conditions may change. On the other 
hand, the business of life insurance 


depends upon the operation of tactors 


extending over long periods otf years 
and therefore requires that the plan 
shall be viewed not only in its relation 
to existing conditions but with reter 
ence to conditions that may exist for 
a long time in the future 
Must Be Adapted to Changes 

In the study of plant and animal life, 
biologists have quite generally accepted 
the principle that the forms of life that 
survive through the ages are those} 
which have best adapted themselves 
trom time to time to surroundings 
under changing ‘conditions—some of 
the causes operating continuously and 
others casually. And forms that have 
failed to adapt themselves have become 
extinct 

There is an analogy between these 
changing natural conditions in which 
organic life is required to make con 


tinuous readjustment and the changing 


conditions which affect an organization 


uch as a life insurance company. The 
present must be considered only as a 
small unit in its relation to the whole 
lifetime of the organization. 

There is, of course, a wide difference 


in the analogy in respect to the process 
of adaptation, because, in plant life, it 
apparently unconscious, but in a 
organization, there must be a 


is 


business 


THE NATIONAL 


MEETING POSTAL 


R. J. C. JOHNSON, general 
D agent of the Missouri State Life 

at Cedar Rapids, la., says that 
every once in a while he comes in com- 
petition with someone who is thinking 
of taking insurance with the Postal Life 
of New York, a non-agency company. 
Whenever he meets a proposition of 
this kind, he shows the _ prospect 
copies of letters of different insurance 
departments, showing that the com- 
pany is not licensed in their states. Dr. 
Johnson says that any physician who 
makes an examination for the Postal 
Life becomes a representative of the 


conscious adaptation on behalf of those 
who are responsible for its conduct. 


Two Illustrations Given 


As an illustration of personal adapta- 
tion, | have in mind two recently pub- 


lished biographies—one a volume en- 
titled “Phe Education of Henry 
\dams,” and the other a short accoun: 
of the life of Charles Lee Cook, a 
Louisville invalid. 

Mr. Adams tells his life story in a 
most fascinating way and his book is 


full of instruction concerning the events 
and the leading characters of our own 


and other countries, with whom he 
came in contact during a period of 60 
vears—inost of them within our life 
time. 

He had the advantage of an excep- 


tional heritage of mentality and wealth, 
which gave him a distinguished social 
position and an oportunity to acquire 
a high degree of culture through study 
tind avail 


and travel such as few men 
able. Two of his immediate ancestors 
were presidents of the United States, 


and his father was prominent in public 
lite and in the diplomatic service dur 
ing the trying days oi the Civil War. 
[The notable characteristic of Mr. 
\dams’ viewpoint life, as described 
by himself, is disappointment through 
a sense of failure to find the real mean- 
ing of life and a place for himself in 
the world He was relieved of any 
care about the means of his support. 
and yet never in his various 
efforts in acquiring an_ education 
through Harvard College, study and 
travel abroad, or contact with great 
men of his time, that he had really be 
come equipped for any specific pur- 
pose in life. He undertook many call- 
ings and found real satisfaction in none 


ot 


found, 


Story of Mr, Cook 


Mr. Cook is told by 


‘The story ol! 
a writer in the “American Magazine” 
for last April. Young Cook was, at 


birth, apparently a normal child, but at 
age one began to show defects in mus- 
cular development which made him a 
cripple for life. His deformity was 
regarded as so serious by his parents 
that they did not anticipate he would 
live long enough to reap the benetits of 
education, and, therefore, fulfilled 
what they considered their duty to him, 


an 


by allowing him to amuse himself in 
kis own way. He showed an aptitude 
for mechanical workmanship; made 


many of his own toys, and was finally 
given a workshop in the family barn 


where he made marvelous progress 
with simple tools, utilizing materials 
from the back yard scrap heap. Jn 
short, while he educated his hands, 


his brain was constantly at work and 
showed remarkable inventive faculties. 

He acquired distinction in the knowl- 
edge of mechanics and of metals, and 
qualified himself for self-expression by 
the study of the English language, ac 
quiring an exceedingly large vocabu 


larv. He was the inventor of a metal 
packing now employed on _ railway 
steam engines: constructed the most 


modern efficient creosoting plant in this 
country, and has become a _ wealthy 
manufacturer. He is given credit for 
having played an important part in the 
carrying out of some of the greatest! 


UNDERWRITER ° 


LIFE COMPETITION 


the 
business 


company, and if company is not 
authorized to do in his state, 
he naturally becomes liable for repre- 
senting an unauthorized company. 

Dr. Johnson, who is a licensed physi- 
cian, says that he was asked to make 


an examination for this company, but 
before doing so he inquired of the 
lowa insurance department what re- 


sponsibilities he would assume in mak- 
ing an examination for an unlicensed 
company. The department stated that 
he would be prosecuted if he made 
such an examination and_ evidence 
could be secured to convict him. 


construction enginecring achievements 
in America. 
Here is an illustration of a child, 


practically thrown in the discard, whose 
spirit was so vital that he made himseli 
r in spite of serious physical 
adapting 


a real tact 


and succeeded 


defects so in 

himself to conditions as to become of 
real service to society. Mr. Adams was 
no doubt an ornament to society in 


which he moved, but he appears to hav: 


failed in tinding the way to become a 
vital factor in the world, and without 
his advantages would probably never 
have been heard of. He had a keen, 
analytical mind and described his fail 
ure, in part, to his “incapacity for 
viewing things all around.” 


View Things All Round 


The ability to “view things all 
around” exactly 
in the administration of a life company 


[ts points of contact are very numer 


what is necessary 


1s 


ous. It is affected in many ways, i 
directly as well as by the direct and 
mere manifest factors of mortality and 
investments. 

his “view of things all around” 
includes the past, present and fu 
ture. The past will offer a basis for 
anticipating the future only in so far 
as the same combination of circum- 
stances are repeated; but experience 
clearly proves that conditions never 


remain the same for a long period of 
time. Therefore, any forecast must be 
made with a view to readjustment in 
harmony with the changes that are like- 
ly to occur, and these changes cannot 
be anticipated with exactness. 
Therefore, a conservative policy is 
essential in directing the course of the 
business. Few men anticipated the in- 
fluenza epidemic and yet, for a long 
time, there were hidden forces at work 
which finally resulted in that scourge. 


Indirect Forces 

This illustrates what I desire to call 
attention to in reference to “indirect 
forces” that have their bearings upon 
the organization Che affairs of the 
world are so closely affiliated that a 
pestilence political upheaval in 
distant countries will leave their mark 
upon the institution quite as effectively 


of a 


and as surely, as legislation in any of 
the governments under which the insti 
tution is administered. Radical changes 

the financial conditions of foreign 
as well as our own country are cer- 


tain to have an effect upon the rate of 
return of all forms of investments. 
The general attitude of the public to- 

thrift. or the yrrevalence of 
strikes, and the various Peer ental in 
the economic conditions of the country 
will affect the business. And the com- 
bination of all of these various factors 
will, in the last analysis, require, from 
time to time, a readjustment to those 
conditions. And the fitness of the in- 
stitution to survive will depend upon 
the extent to which it properly 


adjusted. 


wards 


is 


Other Points Discussed 


The method of administering the 
finances of the company and the equal- 
izing of the current cost of the business 
among the policyholders, with the pro- | 

i 
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per conservation of funds for future 
obligations, is a phase of the business 
Mr. Nollen discussed fully. 

He referred to the limitation that 


should be placed upon the forms of 
settlement of proceeds of policies and 


contracts for business insurance, in 
order to remain within safe boundaries 
and to avoid legal complications in the 
future, so far as possible Chere are 
many demands made of companies in 
these days for involved directions for 
settlement—some of which violate the 
rule as to perpetuities, and others 


would place unreasonable burdens upon 
the company and incur indefinite 
amount of expense, and, in some cases, 
liability for double payment if the de 
mands were fully met. 


Business Insurance 
The matter of business insurance is 
new that frequently are 
made which clearly appear to fall out- 


requests 


so 


side of the rule for insurable interest. 
Naturally, there are a number of men 
who have given very little thought to 
these matters and they are helpless 
when an opportunity presents itself to 
write a case of business insurance. 


They have read articles in the journals 
suggestions, but do not have 


offering 
knowledge of the fundamental 


sufficient 


principles involved to apply them 
properly. 

Mr. Nollen feels that the company’s 
officers and their representatives are 
under moral obligation to make every 
one of their contracts, in connection 
with life insurance policies, so clear 
that they shall not embarrass the suc- 
ceeding representatives of the company 
who will be called upon to carry out 
the terms of those contracts until their 


conclusion many years hence. 


Tendency to Be Too Liberal 


There is a tendency in some com- 
panies to become too liberal merely to 
the demands of certain 
feel that they have some 
competition by ultra-ltb 
erality Mr. Nollen is convinced that 
it is the duty of companies to be con- 


servative enough in these matté to 


’ 

accommodate 
1 

who 


antage in 





its 


Ts 





void the making of contracts that may 
be contested in future years because 
they are under moral obligation to pro 


iaries as well as pres 
7 becoming in 


tect future benefic 
ent policvholders 


volved in litigation 


Cireus and Banquet 

A three-ring circus and a banquet at- 
tended by 300 members of the Agency 
Association of the Equitable of Iowa 
closed the first day of the annual meet- 
ing Ringmaster Walter St. John. Des 
Moines city agent, conducted the circus, 
which was a most bountiful entertain- 
ment and enthusiastically received by 
the audience. The demonstrations by the 
state delegations showed a variety of 
pep which would indicate that a wet 
plank is not necessary to make banquets 
successful. The day's sessions consisted 
mainly of the separate meetings of the 
20-a-month and 10-a-month clubs. G. H 
Renard, company leader on personal pro- 
duction, becomes president of the former 
organization by virtue of his year's rec- 
ord. His talk following an eloquent ad- 
dress by J. C. Cummins, chairman of the 
meeting. was full of pointers for the 
solicitor. P. R. Wendt in his talk said 
that the main function of the club was 
to make membership attractive to those 
who had not yet qualified P. M. Ray, 
field supervisor at the home office, made 
some valuable suggestions on facilitat- 
ing the issuing of business 

The program of the 10-a-month club 


whose members qualified for the trip and 
of $10,000 


membership with an average 
or more new business a month for the 
club year, followed the same plan. H. EF 
Aldrich, vice-president of the company, 
introduced L. T. Jacobs, the new presi- 
dent of the club, who made a peppy 
speech G. B. Cawthorne suggested a 
way for the club to be useful and J. E 
McPherson, chief. clerk of the medical 
department, told this section how the 
agent may cooperate to facilitate the 
issuing of new policies. 

Wm. MeCrory, gfeneral agent for the 
Aetna Life and affiliated companies at 


Jacksonville, Fla., is at Hot Springs, Va. 
recuperating from an operation on his leg. 
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Opportunity 





UR Agents can sell policies on the 
annual premium plan, up to $3,000, to 
young men and young women as young as 
age 2—protective insurance and Educational 
and Business Start Endowment Insurance. This 
extension of the age limit for Ordinary Insurance down 
to age 2 helps our Agents considerably, and we have 
other advantages that help still more. We provide 
banking tacilities for our Agents in the rural districts. 
We issue Participating and Non-Participating Policies. 
As regards adults, we write contracts with Double 
Indemnity provisions covering any kind of fatal ac- 
cident, or with Double Indemnity provisions cover- 
ing fatal travel accident only, as may be desired. 
We issue policies with waiver of Premium and 
: Disability Annuity or Instalment Payment 
features. We insure males and females at 
the same rates. 













“THE OLD COLONY LIFE 
INSURANCE COMPANY 
2 of CHICAGO, ILL.” 
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eget rie : : liicngy 3 Harvey Thomas, supervisor of publi- hex ppl ¥ I" bet < gh, ypoween ty 
cause it was the th do in order to that a large amount of life insurance has cations of the Prudential, has gotten inker and oil man who had recently 
} 1 Hed ! : ‘ some dallas. as 2 w st 
trot in their class these so-called beer purchase d vy men on the farms. ae in pamphlet form sketches of the noe a b> ee yo he pa oth ge & tuft 
‘ e emit as arol ° 
pro lavs 1 -ople have 9 rm he hey ‘chase nything | s Yeclaration of Independ- |, - . ax 
war profit days, many people have bought Farmers when they purchase anything ae ra moe ‘ ‘t x oan oa a rhe application was accepted and the 
F io : S ‘ : 
very high priced automobiles because they count the cost. They buy life insurance | "°°: a > nes The — heiet thin policy has been delivered and the pre- 
° : . many directions, -se rie g- : ° ; 
ee ee iaiaaa as at nee tie tienes thew was hecause ti 2 ; ~ : mium paid. Mr. Harris and H. A. Wit- 
had an a rmal sense of personal pride. because they want it, and because they raphies have a unique feature and show lift oe iid commmndain tems the 
hey wanted to keep up their end with intend to keep it. a discrimination worth while. Mr. ioe pelea or - “< thi a 
. 2 ‘ . po . . . cit Saies orces Oo 1¢e ~outhiand, 
the company to which they aspired to We do not look for an abnormal lapse | Thomas ~¢" not simply copied down a , ided th licv. T eee 
\I. ‘ : [ vents, but has picked out of a busy anes the ig perry. tne rak was 
belong Many of the people in these ratio in companies that are seeking the Ife } to hij agen for sives & elect up divided among several companies, none 
‘ a ie : 2 : . . ife e spots ¢ s ose- ¢ . . mi " 
wealthy groups were buying life insurance right kind of business. Where the specu- slewr of ai ‘Snleaiint seen whieh of which took the limit of $100,000. 
and hence the proper thing to do for lative element has entered, as it has in| js most pleasing. pg hapten voy policy was not 
th hold i | he | A 8 he bint . the on big one for Harris this year. 
le aspirants to get a toenold in ‘ lese the past, the loss ratio wi ye Hig . Le om hn A. M P ee He pee A wrote a $100,000 policy for 
groups was to buy life insurance. Where panies, however, should not be lax in their John A. Morrison of Chicago, speci: the heads of a Dallas concern. The 
: ae : = ; ' agent for the Aetna Life and afhiliated A tomd divided thi saa , hes 
purchases of life insurance have been efforts to conserve the business that has ompanies. and known as one of the| * Southland divided this policy with othe 
ficial w: par hatte e es . com] , ; companies. Mr. Harris has already 
made in a ome way, undoubtedly the been put on their books. This business | most energetic insurance producers, re- ritten appr mately $600,000 th of 
2 written approximately worth o 
lapse ratic y Some . . 2 sents ti atac arativelv NI he entire firm of the 
apse ratio will be high. Some men un represents production at a comparatively — al Pediat ec aang: ag pe ce insurance this year, and has the re- 
doubtedly have taken life insurance to low cost. There has been no need to use | **@tional Kadiator UX The Raleene wes maining $400,000 in sight. 


bridge over the time of influenza. If it 


is found that the influenza epidemic has 
some of this will 


passed on, insurance 


lapse. 


artificial means of business stimulation. 


People were willing to buy life insurance 


if it were presented to them in the right 


One Reason Why Rejections Are High 


A medical director of one of the medium 
said when discussing re- 
that he 
more numerous than usual be- 


sized companies 


jecti ms recent ly believed rejec- 


tions to be 
impaired 


cause of the fact that so many 


risks are insurance 


now applying for life 
He said that today every Tom, Dick and 
Harry is signing an application for life 
isuran¢ People are even asking agents 


to write them up. There is a general 


demand for life insurance that did not 





exist a few vears ago. 

In other words, some few years ago 
iwents to some extent selected their risks. 
They wasted no time in talking to pros- 


pects known to be in poor shape physically. 


They, therefore, avoided the more unde- 
sirable risks. Today there is not the 
same regulation. Business is coming in 
from all sides. Agents have little time 
to think about whether a prospect is a 
good physical risk. They are writing 


This condi- 


applications right and left. 


tion naturally brings about a higher per- 
centage of rejections. So many poorer 
risks are applying for life insurance that 


a larger proportion of the business is 
being declined. 
This 


m that when business is not quite so 


medical director gave it as his 
opinic 
easy to write, and agents have to seek out 
their prospects in much the same manner 
few rejections 
Agents will not spend time 


as employed a years ago 


will be fewer. 


in talking to those they know to be unin- 


Chere will be more of a selection 
on the part of agents. 

“Ir there is a pessimist in the insur- 
ance business now he ought to contract 


of influenza and fly to his long 


a case 
home—wherever it is. Surely the in- 
surance world is no place for the 


pessimist now.” 


where he is visiting. 
placed with the London Guarantee. Al- 
though “Jack” did not go over tor 
business purposes, he finds that writing 
business is such a habit with him he 
cannot escape these opportunities. This 
big contract should furnish memories 
that will prove more pleasing than 
those called to mind in Morrison’s ex- 
perience with Otis Skinner. 

William F, Reilly, of the Equitable 
Life of New York in New York city, 
spaclatias on annuities and income 
bonds He written some of the 
largest annuities in existence. Recently 


has 


he handled the details in connection 
with a refund annuity the considera- 
tion of which was $1,200,000. Another 


annuity coming through his of- 
week or so ago to a man aged 60 
consideration of $100,000 
and provides $1,767 payable quarterly. 
During the last 25 vears Mr. Reilly is 
said to have invested for various chents 
$6,000,000 in annuities and 


refund 
hee a 
involved a 


upwards of 
income bonds 


R. T. Hoffman of the Richmond, Va., 


office of the Equitable of New York has 
figured that each call he made during 
the past twelve months was actually 


worth $1.44 and that each actual inter- 
view netted him $6.48. He devoted 2,310 
hours to life insurance work, an average 
of eight hours per day. His record 
shows approximately one call for each 


A. F. Colwell, manager of the Union 
Central Life at Fargo, N. D., has un- 
dertaken to furnish a series of articles 
on the subject of life insurance for the 
“National School Digest,” a magazine 
prominent in educational circles and 
published in Minneapolis. It is about 
to open a branch office in New York 
City. The series in question will fcl- 
low economic and educational lines. 
The first of the series was written by 
John R. McFee of Chicago, secretary 
of the Chicago Life Underwriters As- 
sociation, who is connected with the 
Penn Mutual Life. The second was 
written by Edward A. Woods, manager 
of the Equitable Life of New York at 
Pittsburgh, which will appear in the 
August issue. C. W. Scovel, associate 
manager of the Northwestern Mutual 


at Pittsburgh, will write an article on 
‘Taxation of Life Insurance,” and W. 
Lyle Reid of Ottawa, Canada, will 
treat “The Economic Value of Life 


Insurance.” The series, according to 
Mr. Colwell, will include as nearly as 
possible all branches of the life insur- 
ance business as related to the public, 
including the question of medical selec- 
tion of risks. 

WHEN a good sale has -been made, 
then is the time to push for more busi- 
ness, rather than to lay on one’s oars and 
drift with the tide. 
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: ° ° rates—far from it—but I want to go 
High Tribute Paid lo on record as giving credit to the va- 
Life Agents by South rious insurance companies who, al- 
ie though having sufficient excuse to ask 
Dakota Commissioner for an increase in rates, have gone along Gn t y) 
es _| about their business the same as before J 4 — 
rhe Com MISSIONER W. N. VAN There are problems that are befor: 
weete CAMP of South Dakota — the American people today as a result a . " 
>, cur- it the Northwest Congress, paid high | of conditions that must be met fear- ks ‘ | | } | ( | ye . | 
~' — Ma to the work and pers , al ch os lessly. We sinak wnaed Pecodiyen oA root usta IUISTICC * ucago penera 
ade. acter of life insurance salesmen me carefully. We must guard against the ‘i — 4 . 
is not said: iltra-conservative on the one side and agency IS Open tor man W ho 
‘Cause In spite of the recognized 1 1 of | the super-radical on the other; and men 7 of = ° 
num ] insurance and its need is unques- | situated as we are, meeting people can quality. VW ill consider 
the tioned—as is attested by the fact that | every day, are in a splendid position to es 
te mpanies carry group nsurance mould public sentiment in the right good personal producer. 
na of theire loves, a life insurance irection 
agent policy seldom sells itself, with the re- — : 
og ult that we Gad i the selig site of Catholic Fraternal Absorbed Excellent opportunity. All commu- 
= ' this most important activity the most ” esos ’ : : : *s “The 
rand uccessiul and resourceful men found | Superintendent Phillips of New Yor nications confidential. Address 37-E, 
nd as saruaitiis t has been clearly demon- | has taken possession of tl Cat ( rh , .e . . 
ora str te I to . ‘l t there are ew, if | Relief & Be ( Association, a fra care ! he National! ( nderwriter. 
n let- iny, lines of activity that t ffer | ternal, and s transierred its business 
spect. more opportunity for real servic to the American Ins ce | ( 
sonal s afforded a solicitor, tor lite imsur lu - us, U \ cn y Was ~ _ —! 
en a Insurance Salesman Sells Himself peated “ - as ee a } A 
kind. Phe insurane lest more than | total insurance in force of $4,710,250 . ~#. 1262 J a >. Ch I 
at age most other salesmen, sells himself. The} Its funds show a deficit of $24,518 L 
x the pier f pape h delivers —— — ——-—— -— —— — —— ——_—___—_____— - 
idow- known as the policy, 1s simp the rec | 
nt on ord of the services that he las per- ' 
S the formed for his customer It represents 
ay in his thoughts of what are his customer’s | }] 
men needs, and he has devoted the best re- 
5c. sults of his years e in fit 
t ge the spec il needs « articular j 
f the customer He is g service, | || 
LUn- or the sale must igent ne | ° 
iland or tl purch se! se off than 
he is e | was §s cited the g t 
yf in- he successful agent will make every 
‘ation I oO his « rac cl t S 








Mr. tomers, thereby making a lasting 

the friend and a booster for his company. 
ation Nor should the agent cease his efforts 
olicy. with ecuring his custor ‘ al lica- 
mk nt tion, as the sale is never consut ted, 
ntly nor is the service rendered, until tl } 
stuff pt licy is delivered. | 
0,000. Need Not Blush for Renegade j 


1 the - : ase ! 
pre- While the life surance agent is now | fj 
hy. 
i 


Wit- respected by practically everyone, we 
x the occasionally find one who through mis- | } 
land, representation enters the profession | fj 
was which for integrity and high ideals is | fj 
none and should be second to none. i 
: This is no reason why the life insur- 
not ance fraternity should blush or apolo- 
gize for the infamy of a renegade who 


| 
year. . ‘ a 
vy for violates the promises made when he - 
The takes up the work. Nor does his dis- 


! 
ther honesty at all reflect upon the business | [| 
eady of life insurance or the personnel of | f 
th of its representatives. Even among the 
. wen twelve original disciples, one was. fj 
Judas. Life insurance, like any other i 
activity, may afford an outlet for innate | |} 
a crookedness to become manifest. 
nion 











un- Life Insurance Makes Character | 
—_ Life insurance not only reveals char- | ff 
F RC acter, but it makes character. Many 
izine | 
{ 


a male creature has timidly undertaken | }j 
and the work of life insurance soliciting, | |} Insurance Co 
bout faint-hearted, weak-kneed and tonguc- | |! * | 
York tied, and in time has become tran 
_tol- formed into a 100 percent man, tense, 4 
ames. virile, decisive—a credit to his sex and | }} 


Xi to society. The typical American life INDIANAPOLIS, IND. 


tary insurance salesman is truly a workman 


As- that needs ‘not to be ashamed either E sta b ] i S h e d ] R9O9 


the of himself or of his vocation. 
Was 


aver No Increase in Insurance Cost 
es 


“the Pe apts eal Roeder ego HERBERT M. WOOLLEN 


Cos cK imodit i 2 S 

ciate vhen practicall ery commodity tha T 
tual arn be b acahd ta ton oan ne irke hye PRESIDENT 
- on soared almost out of reach, the people 

W. engaged in that greatest of business— | |} 

will insurance—alone have kept their heads 

Life and unselfishly kept their prices down 
5 to You may say that the cost of insur 
' as 


ance depends on the death rate, there- 
fore there would be no demand for an 
increase in rates That is partially 
true, but the cost of maintaining these 
companies, the cost of living of the 
employes and officers, has increased 
ade, just as much as the cost of living has 
yuSI- increased for you and me. 

and I am not arguing for an increase in —_ a : Mm 




















XUM 








THE NATIONAL UNDERWRITER 





WORKING AMONG PROFESSIONALMEN ‘| 


M. W. McMillan of Milwaukee Gives Northwest 
Congress Members Especial Reasons Why 
They Need More Life Insurance 


ANFORD W. McMILLAN of pletely, and quickly 


comprehensively 








July 8, 1920 





tirely prevented, there are great possi- 


bilities, through the instrumentality of 
life insurance, to greatly reduce such 
losses through advocacy of the monthly 
income plan, where the beneficiary is 
the wife or daughter and for an amount 
that will at least provide the common 
comforts of life. I would especially 
recommend the sale of monthly income 
insurance for professional men, not be- 


takes into account the surrender or col- 
lateral value of a policy, should such 
an emergency arise—and when he dis- 
covers the extra premium necessary to 
make the monthly incomes continuous, 
without in any way being reflected in 
the surrender values, he is very apt to 
hesitate and reject the plan entirely—a 
situation to be avoided. : 

I submit the following figures in sup- 


port of my argument. To provide $10 
per month for ten years, I select the 
whole life policy 


cause their wives or daughters as ben- 
eficiaries are more likely to fall vic- 
tims, through the vicissitudes of han- 


issued at age 35: 








M Milwaukee spoke before the provides means with which to meet dling ready money, but for the reason Total of 120 monthly installments, 
Northwest Congress on “Why financial situations, destitution and that professional men as a rule have | $1,200; commuted value, $1,027; pre 
Should the Professional Man Carry physical incapacity as do legal reserve | been unable to accumulate much in the | mium, $24.74. To make the monthly in- 
More Life Insurance?” and showed why life insurance policies through the | span of years in which their earning | stallments continuous to beneficiary at 
that class of men especially needed its | various option, privileges and guaran- powers are possible—much less than | same age premium would be $36.50; 
protect! He said in part: tees contained therein. tl assets represented by life insur- | difference, $11.76, for which no increase 
rt professional man is one who Can Capitalize Future Success nce savings. Those savings will suf- | in values are available for the insured 
sper that line of work that aa > ee Le a, eee ee Ty fer no depreciation through adminis- | for collateral purposes at any time. 
t Paes > Thomas R. Hill of the Provident Life + ; : ) 
Ci ndividual attainment or knowl & Trust savs life insurance is the only tration cost, but afford immediate guar- I'wo Options to Further Illustrate 
dge that cannot b lelegated to o1 , " | ant monthly . income “et the , a , 
cage | , ‘—~ iat 1 t nstrumentality whereby a man 1cap- |“ eed montht; iacome 8 mere tn lo further illustrate, on reserve 
pe wnother. Such oce : er - 4. usual family needs, which is the sequel | }.-;. 4.., A, ' 
nis ure success which e I he 9 j ~~ . tiohe . basis, death claim, $1,000 
Hons , ; irzeo! de ; : to his self-denial and righteous planning ' , 
, ' t should he liv so right 4 bine ste , Option 1—Monthly installments for 
ul wvyers sters and sales l t ») make as light as possible the burdens | ,... ils eee ~ 
- ‘ a e man occupies the . 1 } P 2 ten years only vould $9.74; a total 
come une it | categ t fa ipon the dependent ones. : ‘ 
| | 1 position, havin usual ; in ten years Of 51,168.80, 
pl ; oo . tl f the argu ind should Combination of Plans Suggested Option 2—Monthly stallments I 
n sine Ss to an «¢ 1 ' : so Hs 1c. : : j muons ¢ 
t] © deat! ic culty ou g I would suggest the following com- " fs eee y . 
: . S ] ' s firs 1 S . . ro ite i ve 34.48 
ssari usu | Man ee pe tio ty] s feasible in the ma- : 
’ S nsu I er " per me I y« > a 
col ] classe S = . L the I \ case $100 per month for , ' ' 
y 1] Differ laranteed eriod, 
} \ 1 1 ) \ ve S100 l th i 10 ears ° 1 1 
1 imat ‘ pe $631.20 re] ents tl t 
i t } . I s ) pe ) S ' , 
| h in Re ah ne ah withheld t t 1 of 
b ' W : By this arrangement there would be | ;,, , : . te on Riis satin 
S th mers ' : ars » prov rr cor 
cr $ ‘ bl rovision ¢ £300 per month the first tinuous payment thereafter ll of which 
it 1 , ‘ < sh. tho ne ane ‘ . 
f t s bee t that the ao 9 1 the next five s a loss to tl ld sh 
‘ Ss the \ it : . l 0 per month the follow- live to re \ tl install 
death ; le t us covering a period of | ment and roportionate loss to the 
Possibilities for Gain Limited F ‘ é wd S re msured, | cont t ary receiving the | 
, s be met 
Dt -w | nt ot xeenensemaaneen 
| t yilit < , c 
: | : 3 80 
; sail til S p t é cl Ave e Policy Is Large 
$3 1 - | r had Continuous Monthly Income ‘ : 
tik s tT y T 
1 \ t _ cs 
- \ ¢ l ) ) \ ved nd 
tl st ; . Ss, \ [ « tt k ( Insu 
I ; . - kc ives i\ ¢ 1 J , 41 10 in \ ( \ 
I ealizes e need | > ae : I a es \ s t pro 3% ) 
; because of xperience in financi 
. iran if he is d - r I peri ( In i A i ( to re p m " n- F , 11 00 ive 
pe l Ss ith . mothe I PRESS te \ I cha the Ss! 1c Ss 1 
br childre Monthly Income Plan Recommended ali ' , te Q espe 
" gt 1 ¢ re sp 
S ne | that While this situation cannot be en- ears. ‘J é inst ce tt ig 














Fe you begin to figure up your earnings and 
recall the several reasons for failures during the 
past year, you then more than any other time keenly 
realize the importance of a helpful constructive home 
office service that trains you to overcome such failures. 


One of the vital elements which makes your day 
profitable is a harmonious working arrangement with 
home office officials and a direct cooperative spirit 
generously given. 


Inter-Southern Life 


JAMES R. DUFFIN, President 





The Close of the Day’s Work 


All this and more we constantly strive to give our 
agents. This coupled with good policy contracts 
and liberal commissions, is an incentive which should 
interest any ambitious agent who wishes to make 
the most of his salesmanship efforts. 


We would like to hear from several 
good men for important field positions 


Insurance Company 


LOUISVILLE, KENTUCKY 


























BUILD YOUR OWN BUSINESS 


Under Our Direct General Agency Contract 


use Patches Provtiie tue 

Double Indemnity 
Reducing Premiums 

SEE THE NEW LOW RATES 


Disability Benefits 


ORGANIZED 1850 


iubuiliin y 


INSURANCE CO. 


66 BROADWAY NEW YORK 
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r col- 
= AGENCY LEADERS MEET 
dis- — 
ry to ’ 
- be HONOR CORNETT’S HUSTLERS 
ed in . 
pt to l D 2 3 R ‘s : 
ii Gaylord avidson eceives Special 
: Mention At the Gathering of the 
| A Shenandoah Life Men 
e 3 
t the — 
BRISTOL, VA.-TENN., July 3— It W Id Gl dd y r H rt 
— Gaylord Davidson, formerly an Illinois ou a en ou ea 
mL yt life insurance man, who had his hea4- 
y yo quarters at Springticld was featured as If You Could See Some of the Enthusiastic and Grateful Letter 
ry a 1 Gi , me ; TAIT ‘ . 
16.50; the high water mark producer oi ine THE COLUMBUS MUTUAL LIFE Received From Agents in Con- 
tested ‘nandoa t ot < nok l 1 ' 1 ' 
reast Shenandoah Lite UR gira tee Va., " nection With the Rece Res Nistribut | ind Over 
ured giving it its first million dollar month ane Chect I \, og + exp 92 ans 
— it was the semia eecting of the ‘ \al 
le. ve ! = | - o2 - . 1 . 
ite M | I bes ’ , . &. this City ( ‘ List ctiy VP ( r Distinct e Suc 
r. Davids the ylicity manager ot 
<“selgah sa “Yule ° 5 e CO MB [ \ S fa hor 
serve the Shenandoah, and Samuel M. Cor II { [BUS ( I i Many 7 1 
ett, of Roanoke, general agent, shared S L) \ \ | tive 
s for he honors both in personal produc <pe ( \ ( era S i gers, 
total tion and in agency reanization S) lh ~ ) \ Savi . 
June. \ Share I ) 
s for Cornetts Hard Hitting Ageney : ; 
here a ai =m oe GAYLORD DAVIDSON . ; 
ih ith brou t 51,200,000 Tor t 
os.38 pa I h the ( ett ( i , Y« < > ( 
37.00 ; e1 ne x -{ 
aired ~ 000 Mr. Corne i er " ( St : ( ( c y 
” stabl ed s lid ner; g F \ ~ \ . ‘ 2 
lount t st ° 1 er ¢ t Prize Winners Named si : 
Hira write $150,000 that Mr. ( e record of the individual 
- t r co t 
vhich - . 
i she icy and $310,000 Home Office: Columbus, Ohio 
she 
‘ ! 4 x Oo! It 1918 t o¢ 
“~ 1 for $1 ‘ ) last 
» ft J 
’ a ismes > O.000 | Dp Tul ' 
= his | $7 O00 1 i ws | 
vill $5.001 ~ 
he | I t \ i’ \ 
nett \ rt S » «¢ | ! e} 
res Southwest \ ia. Wes \ ol Isaac ‘ \ \ - - — _ - ~_ - 
nsut and | Sse Phe produce i te iird ( H 
hown cti vith their helpers Brist resid 
y ap There were “ag rh CAPITAL, $200,000.00 
vel ince resident IN I ne ce iti r ! 
ur resident E. V. Trinkle. Secretar I ( Ss | ; 
ne rrea er W a eu General “elton. “e A company born in the West, Originators of the 
Cou \V. T. Henson. Auditor I isle ‘ * : , or built for western people, a ati ‘Multiple Option” Policy, 
1 St homas. Medical Dire r J.H > ( \t ‘ by western men. & , a three-in-one contract. 
a 44 ‘ > Men 4 PY, at x d li f h 
Dunklev, and Actuary R. ¢ McKar Brist | : - PMO = good policy for the 
er ‘ , "4 nr f ’ nd 
a kav [here ere i nu ber or nvite ee P id ’ Pr . | GOOD AGENTS WANTED 4 S 
nests ide ym the agents rel \y S \ * Mon a 
grams of regret from a number of | Thomas a: ir. Dunk The 
prominent men of Virginia re onal prod of 1 Mr. ( t 
d Mr. D was ti 1. 1 h 
gent n al g res] S t t 
honor accorded them. 








WANTED 


Liberal contracts with attractive 
renewals. 


Insurance in force to December 
31, 1919, $6,005,686.00. 


Providers Life Assurance Co. 
Home Offices 
10 South La Salle Street 
CHICAGO, ILL. 














Cedar Rapids Life 


The old line | 

| 

Insurance Company | 
| 


of Cedar Rapids, Ia. 


Reputable Men 


to get in touch with Life Insur- [he reports of the officers of the 
company in te that the Shenandoah 

ance Agents and General Agents gon Pog agg mele elle wableagemremvcnagpe + 
tor State of Illinois by growing, is making a very substantial growth 
. : taking its place with other companies 
progressive Company. of the country in the vast increase in 


| ness who have borne the burdens and 


| well worth while. They blazed the trail 


| Since 


Company Makes Fine Progress 


agency production. 

The day's proceedings closed with a 
banquet. The principal feature of this 
function was an address by Lieutenant 
Governor B. F. Buchannan of Rich 
mond, Va. He gave a patriotic address 
ringing with sound Americanism 
Gaylord Davidson's Talk 
Mr. Davidson in his eloquent and 
forceful address paid a notable tribute 
to the old guard in the insurance busi 


banner into the uttermost 
parts of the country. He said that the | 
old guard had reared the foundations 
for the present great production of 
business. The old guard formed the 
pioneers and their achievements are 


carried the 


Progressive In Its Ideas 
Conservative In Its Management 





STEPHEN M. BABBIT, Pres. HUTCHINSON, KANSAS 








and were loyal to the business. Mr 
Davidson said that lovaltv is one of the 


essential attributes in life insurance ‘ : 
work. “Mr. Davidson paid a special ANTED-—a life insurance man thor- 
tribute to Emory McClintock, the ol 


actuary of the Mutual Life as the orig 
inator of the monthly income policy, 
originally known as the continuous in- 


tection of a will that cannot be broken 
Mr McClintock originated this 


oughly versed in home office work. 


Wants three state agents for | Cfifinent pater, “Mr Daveteon saci || Must be capable of installing an office 
Central West that Mr. McClintock stands alone t ° d . | 

against the world’s sky of achievement |} System, engaging and managing employes. 

A Good Chance for around the home the everlasting pro CHICAGO NATIONAL LIFE INSURANCE COMPANY 


CENTURY BUILDING CHICAGO, ILLINOIS 





policy millions of life insurance have 
| been placed on this plan 
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DEVELOPING THE INSURANCE SOLICITOR 


Old Line B ankers Lite F. C. Hathaway Tells of Night Schools of Salesmanship He Has Conducted 


F ei in Cc. HATHAWAY, manager) our power. That is what the company 


| f the Mutual Life of New York at | hires us for. I have a YP twenty years 
nsurance ompany Salt Lake City, spoke before the of earnest endeavor in agency work, 
Northwest Congress on “Dev eloping and I am convinced that there are two 

Li ] N b k the Solicitor.” He said in part: subjects that have been taken up and 
incoin, ebraska I assume this subject was assigned fathered by agency men that are en- 

to me because of a plan I have success- tirely wrong, and I| should dislike very 

fully worked in my agency during the | much to see this congress go on record 


Low Net Cost—Liberal Policies—Splendid Record ae ee ee ee 7 pata lard qualification law” pa 
1ave always believed that each com-_ the other “part-time agents.” My rea- 
The OLD LINE BANKERS LIFE. has a corps + plenty of re th 


had therein plenty of good sons are these: As stated above, the 
} } 


\ n aterial, if properly picked out re sponsibil tv for oC od or bad condi- 















. . yo . i . ° : 

of satisfied and loyal agents who sell life insurance and educated, that would make a suc- | tions is absolutely in our hands as sales 
> are , a ee . : a % cess in the life insurance business, but managers, and so far as I have been 

on the square, who are conscientious in thier work did not undertake it for fear of family | able to ascertain, the standard qualifica- 

ep e : ee . . i ll “sia Sane fa has } . 2 ‘lure iz 9 

and who stand high in their communities. obligations or something that held them | tions law h fa _in accom 
back. I wanted to appeal to those of Pp ling the t tor which it was 
r 1 anris this class who were willing to pay the intended. It places a burden upon some 
The OLD LINE BANKERS LIFE producers this class who wers warmg 60 pay the | Smcnece. Ot pences. Rp tent y oe 
price by overtime; in other words, those Classes of companies ch cannot be 
° ° ae” ' -_ * seme } -A11¢e fF the ck of facil- 

are not loud talkers and do not seek the lime light who were willing to put in their eve- | assu d ecause of th lack of facil 
x nings in bettering their conditions by ties under their system of agency or- 
but they have the genuine goods and know how to acauiring an education that would fit | ganization, and I dislike anything that 

oat them for a good business. The details favors one and works hardship on an 
sell them. ot the scheme that I worked out are ther. Again. I believe false ideas of 
= too long to ei ic rganization must ) eradicated 
ts, $16,022,227.39 that my first through education, and not through 
1 compulsory legislation We are al- 





Policyholders Surplus, $4,517,044.24 a paid mstru 


. formation, which consumed about 30 ready overt 


Insurance in Force, $83,037,164.97 minutes: 30 minutes was then allowed | let’s not add any more to our burdens. 


1 
for questions. and 30 minutes for a lec- Place for Part Time Man 
Death rate per 1000, 4.92; Lapse rate per 1000, 3.19; ture or human interest stories by one| Personally, I use the part-time man 


Percentage of actual to expected mortality Jan. on from which 
. Agents Special Instructors n I think 


| 1904, to Jan. 1, 1920, 39.48 —* she soloundoratanding dant hes cousniel 


burdened with legislation, and 





| of mv solicitors. 1s a scl i of inst 
: 























Che classes were held every alternate | jy the past. in all the articles that have 
rht, and the members were divided been written on the part-tin man, is 
| P mee eae 4 ente whoa ete as spec ! ’ 64 f i 
instructors to help them in difficult » Reale rag, Ah 1g Ha ge 
There Is A Reason Why The Bankers problems, or to close prospects. The| wish about fe tyoical parttione men 

Can Pay Good Dividends meetings were held on three nights a | for every full-time man. The part-time 
week so to ive thet thre< lignts men ll under the sup vision of the 
to s ANCE While this kept ll-t » educate the ind 
1 Id ag s busy, t were also elt ' | » the business 

—_ cat t new ones ] € s legitimate life 
I might say that most of my agents j, t, contracted with in the 

tt led t e classes regularly, and I[ ol \ t es 1 the agency 

be i each sales manager here) § ed | tter. is a ble to the 

- vould go home and gel “ agency force Jaws of the state in which he is d ing 

NX t| ry , ft into a meeting, and nutely go over | business, as well as the rules of the 

P'S O r ] W S S e r Nn your own particular policy forms, the | company Is it not better to have a 

wful ignorance you would find among | man of this kind. surrounded with these 

y + oo some of your own sal smen, who have satecuards and these educational 
N a C l O nN al I 1 fe l Nn Su r a n te - been a success, would be appalling. I | avenues, rather than have a spotter—a 
a c c aad c worked on the basis that if an ignorant | stoo! pigeon, if you please -who keeps 
agent can make a living out of the busi his eye pr el d for a competing agent 


ness, if you educate him you will ma talking to a local citizen, and then 


~ 
C O In pa nN y terially increase his efficiency. and the “tips off” the agent through whom he is 
increase represents an absolute profit. | working, who in turn slips him a few 
Tm > , T - P , - dollars out back of the woodshed—the 

L Educational Work Needed ° ’ 
MINNEAPOLIS, MINN. : dollars out back of the woodshed—the 
To me, the lack of educational work ing below the surface: and I contend 
in the ordinary agency 15s appalling, and this can never be avoided until human 
{ 


A WESTERN, MUTUAL, ANNUAL DIVIDEND, the burden of responsibility rests with | nature is changed. The yne-man 


ourselves as sales managers. If your! agent, the broker, who is such a leech 


OLD LINE COMPANY agents are uneducated in — entals, to the business in the large eastern 


we have to suffer when we touch in | cities, cannot be termed a_ part-time 
- competition. agent—he is only a stool-pigeon. 
The Company for Policyholders and Agents Why is it that so many go into the Would Prepare for Future 

life insurance business, and so few re- I am not a pessimist or a calamity 


main to make it a‘life work? I have 


; howler, but it seems unreasonable for 
been unable to get any accurate statis 











; , dl 20: srtesti nd -| us to expect the last eighteen months 
tics as to the actual pormanngs . of prosperity to continue. What are 
terminated agency contracts, ut 1 : 1, 

Slat: we laying away in the storehouse is e 
$50.00 A WEEK FOR LIFE [1 (ori ifitsune'e tnt | ws ove away inthe thous in 
oe tif o seni id | ; ht way of agency material? \re we 
while tot lly lisabled fr meitherinjury orillness. $6,000.00 5. S f known K Wo € a MSitY | building for the time that seems bound 

- 3 1: . ( $ rertiseme tor yrospective 1 . “19 ' 
fordeat nary accidet 1t,$12,000,00forTravel accident poor advertisement for prospective | to come, when things will slack up 


ris The Nationa ssociati n- . : 
material. The National A ciation en igain, and those of our agents who 


AND IT ONLY COSTS $56. 00 rer YEAR dea ored to gather these statistics, but have been getting their busin ss on the 
Our top salesman made $12.000.00 last vear. Does it in- oe A sacs: — and a i . a3 pa of tried wave of prosperity will go down under 
. terest you? If so write $e Oo Minimize Ns te [aus ae S° | competition, unless they have a proper 

it seems impossible to state the num- | education t , 

BUSINESS MEN’S ASSURANCE COMPANY | * , aut of every tented costae, ee oe thems, afloat stella 
W. T. GRANT, Vice-President. KANSAS CITY, MISSOURI that are in force at the end of ten|; € are preacners O: t, providers 
orc eg: Pieper Pc et tien fam for the widow and the orphan, yet how 
ncaa an F pe n conhdent that the "g- | few of us practice the very principles 

ures woul ye Staggering. that we preach. 














Lapsed Agents Near Disaster a 


State Mutual Life Assurance Company |, rg wisconsin Department's Figures 


t 


OF WORCESTER, MASSACHUSETTS our agents than even our policvholders. The Wi isconsin insurance department 


Incorporated 1844 We say that satisfied policyholders are shows total receipts for the fiscal year 


1919—SEVENTY-FIFTH ANNIVERSARY YEAR |, best assets: then Tapsed policy- | ¢nding June 25,1920. of | $1,250,011. 


includes by insur- 





F 1 than th life—the STATE MUTUAL has | | "Olders are liabilities, and T consider 
or 75 years—far longer an the average lile— the é aneed awente s oaniaihiads ance co anies e eee, Teepe 
furnished unsurpassed protection and service. lapsed agents near disaster. : ince compan in the Jorm ot taxes, 
Additions are made to our agency force when the right men are found. As stated above, I am firmly con- lice nses and fees, and $13,971 represent- 
B. H. WRIGHT STEPHEN IRELAND D. W. CARTER vinced that the responsibility for good ing the collections of the State Life 
President Superintendent of Agencies Secretary agents or bad agents, educated or un- Fund. The total shows an increase of 








educated men, lies absolutely within | $95,273 over last year. / 
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OKLAHOMA DECISION 
ATTRACTS ATTENTION 





Supreme Court Holds Policy Has 
Where Second 
Premium Is Not Paid 


Loan Value 


SAYS COMPANY MUST PAY 





Rules Policy Value Should Be Applied 
to Payment of Premium, Ex- 


tending Insurance 


\ dec ion of the s ! ne c¢ t of 
Oklahor 1, holding case where the 
second r’s premium o1 life sul 
ance policy was not paid and the in- 
sured died a few months later, that the 
loan value of the policy should be ap 
plied on the payment of the premium, 
thus extending the policy, has attracted 


a great deal of attention among lif¢ 
derwriters. The policy in question was 


written by the Souther State Life 
and the decision of the supreme court 
reversing the 


ment of the 


lower court 
policy. 


Court's Statement of Case 


| . 4 1 t at its ‘ ‘ ‘ { A s¢ 
says: 

“In September, 1907 poli s 
writte! y the comy yr 3 ph 
Friend, the premium hi \ 33, 
and was paid for the first year. The 
policy contained a provis that it had 
a loan value of $320 at the end 
first year and contained ! utomati« 
non-forfeiture clause which provided 
substance tl i pr sh d 
not be paid when due, t premium 
should | charged against the policy 
as a loan, and, if the loan value of the 
policy was not sufficient to pay the 
total premium due, it should be applied 
on payment of the premium and extend 


the policy a shorter period of time.” 


Policy Held in Force 

The second year’s premium was not 
paid when due. The insured died in 
less than nine months after the begin- 
ning of the second year, and within 
the period of time that the $320 would 
have applied on the payment of the 
premium, it developed. The court held 
that it was the duty of the company 
under the automatic non-forfeiture 


clause of the policy to applv the $320 
to the payment of the pren 


um, which 


would extend the policy with a paid-up 
premium approximately nine 
months, “and deceased having died on 
the first day of March, 1908, and within 


the time that the $320 would fully pay 
up and extend the policy, held: The pol 


icy was in full force and effect at the 
death of the insured and the bene- 
ficiary thereof is entitled to recover 
the amount of said policy, less the 
the amount chargeable against the pol 
icy as a loan.” 


The policy contained a clause desig- 
nated “Loans and Surrender Priv 
ileges,” which provided: “At any time 
upon demand, after this policy shall 
have been in force for one full year, 
and provided all premuims shall have 
been paid up to the next anniversary 
of this policy, the company will ad 
vance, against the sole securitv of this 


policy, upon the execution by the ow 
of the certificates of advances required 
by the cx the respective 
sum named in the table of cash loans, 
including all then advanced, with 
accrued interest upon the same. The 
interest upon all cash advances shall be 
at the rate of 5 per cent per annum.” 


ner 
mpany, up to 


sums 


What Company Contended 


The company in its defense con- 
tended that by construing the automatic 


LIFE INSURANCE 


non-forfeitable clause in connection 
with the section on loan and surrender 
privileges, and the table attached to the 


| poli y, 


the policy had ro loan value at 
the end of the first year and would not 
have such value until after the payment 
of the second premium, and the second 
premium not having been paid, the 
sured was in default, and, being in de 
fault, the company relied upon certat 
facts to show an abandonment of the 
policy by the insured and a forfeitur: 
of the same by the company. 
Taking up the construction of the 
olic s placed on it by the ins é 
mp the court says 
[hat reason of the loan and 
der clause tl | had 
value until after the second year pre- 
1 WV paid In the st pla to 
oy the pe lic sl i 4 ) str 
would be to read into the non-forfeituré 
clause d the table the following 
roviding tl second year’s premium 
has been paid.’ The non-forfeiture 
clause nd } 1 ind s ' 
clause deal wit e and dis t 
bject matters, neitl is expl tor 
the shoe . dey 
the Oo r ] t 1 


Loan Value Material Question 
T ter ques ’ | _— 
Savs nd the one that deter: the 
rights ‘ he irties is s tled 
1s det ned } the tl] T ] 1 
1 loan val S32 t t the 
t | ] T rhts t ~ 
' ler thece ' S th 
I 
‘ dt l tab ust t 
mined bw « +74 car linal ee 
J + ry! +1 ct ict ‘ 
surance f licies . * * 
“AN nol ' ¢ 
vy analifvis i ‘ 
trac f it ce? < ol 
} priv leg é ] to 
year by p t al 4 ‘ s 
Te te adn ane “? ¢ 1s 
trac f rl ct 
nbteneal eS Ai ‘ nce ] 
rfeiture for non-payment of 
stallment of premium Such premiun 
installments Tre not intended +1 
onsideration for the resnective ¥v re 
for which thev re paid, but each 
stallment is part considerat é 
ntire insurance for life.” 
Policy Value Applied as Credit 
The court further says: 


“With these principles in mind, what 





was the status of the parties at the 
end of the first year, or on September 
7, 1908 According to the table t- 
tached to the policy, the policv had a 
“ash loa value of $320 on said date 
This was a credit in favor of th in 
saved. ly the terms. of the policy ths 
premium for the second year became 
due and the same was an indebtedness 
vainst the policy in the sum of $48 
On the cr dit side the insured had ) 
credit to-wit: the value of the policy 
or $320. On the debit side there was 

Th cre dit was 











not suffici the premium due 
yn the pe - the full year But 
1t was § f d o1 the pre 

um t on the pol 
ic for months. and 
inder tl ! clause it was 
the dutv of the company to so apply 
the same.” 

Holds Policy Fully Paid Up 

Re ferring to the general pri ciples 

f life insuran¢e, as stated previously, 
the court finally says: 

“By applying tl t must 
be apparent that meat 
what is stated in at the 
end of the first had 
loan V ilu of S32 le non 
fe citure cla e i rf the 
company to appl ’ on the 
premium and keep the poli paid up 
as long as $320 would pay the premium 
and it is conceded that if it had a value 


of $320 on September 7, 1908, and the 
company had applied this to the pre- 


mium, the policy would have been fully 


paid up and in force at the death of 


| the deceased.” 
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THE CRESCENT LIFE INSURANCE COMPANY. 
CAPITAL STOCK (FULLY PAID) $100,000 
Owned and operated exclusively by Masons (only one of its kind in 
the world) 


COPYRIGHTED CONTRACTS. 


Only Masons need apply for Agencies. No advances. No first 
yea mium notes. Cash Business. All Physicians must be Masons 


M. I Secretary. Bertram Day, President. 


FLETCHER TRUST BUILDING - - INDIANAPOLIS 














YOU CAN 
INCREASE YOUR LIFE INSURANCE SALES and 
LAND THAT STUBBORN PROSPECT 


of LIFE and 


With the CONTINENTAL'S new and original combination 
T time 


INCOME INSURANCE, offered to the American people { 
onan INCONTESTABLE and NON-CANCELLABLE basis. 
This is without doubt the GREAT ] r 

Attractive a \ | 
Michigan, Minnesota, ] 





EST St lling pian levised 


] 
lorado, Washington, D. ¢ 
Ohio, Pennsylvani i, Texas and 





Address: Combination Service Department. 


CONTINENTAL 
ASSURANCE COMPANY CASUALTY COMPANY 


sells Life Insurance sells Casualty Insurance 
H. G. B. Alexander, President 
General Offices: 910 Michigan Avenue, Chicago, Illinois. 











More Than One Million Policies Now In Force 


Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 





Jan. 1, 1920 
$ 18,682,446 
1,058,956 
191,495,761 


Jan. 1, 1915 
$ 8,763,566 
551,969 
79,619,435 


Jan. 1, 1910 
$ 4,867,379 

342,72 
44,780,907 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Western Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 


Assets 
Policies in Force 
Insurance in Force 


| 
| 








The American Home Life 


Insurance Co. 


Topeka, Kan. 


F. S. Jackson, Pres. F. P. Metzger, Sec. 


Geeod contracts for live agents. Address F. P. Metager, Topeka, Kan. 








Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 











ee Uy OUR We have a contract for you under which your 
One ERVICE income will be limited only by your activities. 


A REAL PROPOSITION FOR A REAL MAN 
DETROIT 


FEDERAL CASUALTY COMPANY, michican 


Cash Capital, $200,000.00 V. D. CLIFF, President 
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W hat Qualities Does 
— ‘ ‘ WHAT PUBLIC DEMANDS OF 
THE GUARDIAN LIFE INSURANCE COMPANY Public Seek in Life THE LIFE INSURANCE MAN 
Insurance Salesman ? The public has little use for a 
aa OF AMERICA ; person who apologizes for his busi- 
HE question of “what the public ness. 
] S60 60th ANNIVERSARY demands of a life insurance sales- There are times to talk of your 
man” was answered at the agency business, and many times when you 
. -onventio f the Equitable Life oft ge 
The following figures show the growth of this Com- 1 iy ul c Nel : momsser| sone pat h uld not. P -. 
pany since the first policy was issued on July 16th, 1860: oes. Sy eee ee = When the time arrives to ta 
=< ; Surplus & Insurance Decatur, Ill. He said: . your business, don’t hesitate or 
Jan. Ist Assets Liabilities Div. Funds in Force ,suere are several kinds and types of side-step. The public is not inter- 
1861... $ 194,545 $ 10,000 $ 184,545 $ 499,979 ga rene regen ane ested in a “mental jazz. 
1875. ee... 6,640,004 — 5,866,390 773,614 34,090,100 First—The one who has oka ie The public does not like a 
_, See _... 14,825,966 13,701,958 1,124,008 54,199,371 good at anything who sccied U * || knocker. ; 
> eheuphanens | 34,104,782 29,360,065 4,744,717 104,327,267 rene r coah ay sre ie cond mayors ne Keep busy; keep moving; dou’t 
1920... .......... 38,215,528 53,133,246 5,082,283 _ 200,179,021 ee ae an fe 
Received from Policyholders.......... «+ +++ -$172,071,/60 ~~ ee ee a ty fe “y i Che public demands that you not 
1d . 2) 14? @ business offers an opportunity fo s , bale 
Paid to Policvholders since organization. .$130,142,891 7 ¢ o rs an ; ro him it i merely live in the community, but 
\ssets held as security for Policy- x; Magi Si =A persia that you be a constructive citizen. 
1 das . c 58.215.528 i k rary nature, : 
CIS aces ersreesesresesesese eeeeeee - pes 188 358 119 i } } t He has been 
aioe iccinated with the life germ, but it 
‘ er “pee oot make 3¢ easy for hi 
Net Gain to Policyholders after payment of all id not leave a scar. : $ mind, but make :t ¢asy for him to 
expenses and taxes......... Ansan ies $ 16,286,654 Sec [he life insurance sales- do his own changing. ait ice 
. : eer man who enters I work only atter Ke p osied concerning t e live 
NEW BUSINESS PAID FOR 1919.....$37,342,844 serious thoughtful consideration, feel- | topics of the day, that you may discuss 
1 that it not only offers the maximum | th ntelligentl) Do not be accused 
A GROWING COMPANY FOR GROWING MEN ee a the “onsen snl flee yeaah ssn yrs gt Toray: Aigner wager” 
For a direct Agency connection address i hepiate = A a Page ag gece aeeas sae agg BA phe “lease Aggies set rte 
vested ¢ jitai, Dut a lite of service and §| ding o1 one thought or ¢ ° 
. . } “ } ha . , ao . n rr 1 : 1 al ly ft tT) ‘ n! T} » 
T. LOUIS HANSEN, Vice-President and Agency Manager 1 medium to advance th economic cot Leat ill you can al t peopl he 
50 Union Square, New York City ditions of his community. He is wi ; ublic is flattered it_ you know its 
t \ the pri success I Have so1 \ 1 Lse your 
ually comes high. agination so that you can see the 
= —— | Be Temperate, Tactful, Diplomatic rt y as the manager or owner 
| f vot he public demands th vol 
_ ws you th (oe that . Public Don't, Like Knocker 
be of g 1 cl acter, < n \ r 
|| thoughts and methods; that you know Don’t k k your « petitor or his 
; siness; that your personal ap-. « al The p does not like a 
i ince be good—well dressed but | k r. If you can't something 
| overl - th your attitude toward 1: t the otl fellow, don’t say 
|| lite and society in general represent ything. Do not afraid t there 
CINCINNATI, O. || those high unselfish principles of the are lots of good panic lf you 
business you are in. You can no more d in shaking his nfidence in 
i var things ot life and retain the shake his « den the susiness as 
OW 1s the Golden Day ot Life Insurance. It is | espect I t | vine than could a whole. he public 1 uspicious of 
, ; ° th preache doctor or lawyer of the chap who sees no good in anything 
the best time to get connected with a solid com- 1! your community. You must be a toes that show h . prof. 
7 ' . | eT etful ] diplon tt l- I keep gen rvaree ° don’t loaf 
pany and build a foundation for the future. Good 1; Ps Hy xa Leas 2 oT gee ee 7 ee i, The 
pon your business as a profession and Nothing succeeds like success 2 
business was never so easy to get. People believe in treat it as such by daily improving | public is not much interested in doing 
‘ ciel vourself tl xh reading and studying, | business with tl “town loafer” or 
and are buying life insurance. so as to be so well posted that you are | “pool shark.” On the other hand, a 
F an authority on all subjects pertaining game of pool will not hurt you or your 
The Ohio National pays agents well for their work and to life insurance. reputation. You will be expected to 
. - ae Mace f igh tak interest in good, healthy sports 
backs them with all its power and facilities. Ne ince for Apslegiats eeeryinestreasgeas Hangs cotta tene tig Ml geri 
: ‘ : a dK k Your attitude toward your business | sideration. 
= nust be such that ther ill be at ne 
Territory open in Ohio, West irginia an entucky., mt ba such that : — be os a 
. . yr tiM1¢ i ieast oubd is t your occupa- 
Tennessee, Michigan, Nebraska and Kansas. tio: The public has little use for a \ssociate yourself with some church, 
person who apologizes for his business. | and contribute to and work for all those 
It is not meant that you should be loud, | things that help your town or com- 
A. BETTINGER , a W. APPLEBY vulgar, coarse and tiresome, making of | munity, or have a tendency to promote 
President Secretary and Agency Manager yourself a pest. There are times to talk | better conditions for humanity. In 
your business, and many, many times | short, the public demands that you not 
|}; when you should not. Do not make | merely live in the community, but that 








yourself a bore by bringing up he} you be a constructive citizen. If a com- 
business at every time and place you | munity or a city gives you a living, you 
can squeeze it in. If, every time you | are a poor sport if you do not recipro- 
saw your dentist, he wanted to exam- | cate by helping the city or community 


y RAS ine your mouth with a view to filling | when it needs your help, and the public 
Sf} or pulling your teeth, your lawyer | is not long in getting your number. 
— wanted to start suit for something, and = 
the minister insisted upon kneeling and 


Chicago’s Finest Hotel praying for your galvation, you would “a Travelers Leaders 


soon learn to dodge them or feel very Travelers shows that last year 
nervous in their presence. its leading general agent was Perez F. 
Huff of New York City. Mr. Huff 


é ; Don’t Hesitat Side-Ste 
Hotel La Salle has won this When ps tie — vig . ; : : himself was also the leading personal 
. é jt ‘ en the time arrives to talk your! producer for. the year. The second 
title’.with an experienced and 


bstenee dnu* eitate i Aten - 
usiness, don’t hesitate or side-step. general agency was Herman Robinson 


ae : Remember, the public is not interested | Cr New York City - » thee 
‘ S critical public because of its lin a “mental jazz.” Jump right in and ~ the sercinages ‘nek Ge > ny 









































+ | 2 . ° ° 

Maly ‘a put your proposition up to him in a “ arenes e Nn. OV Sige oe pili 

eS 13° happy blend of old and clear, brief, forceful manner, but have - beset br aggedlcnt' pone be 
, Loa | ; ls. an idea and a definite proposition to | SOUS (caeins Ps hay peice 

vi § ~ sa new idea 5 submit. The public wants you to tell C. J. Barker, Canton, a tings ue. 
“i | A BF Re it new things or old things in sew K. H. Wilson of Fitchburg, Mass., 
‘Ae F | 7} 4 TS Hotel La Salle ways. Make it your interview, and not | Was the first personal producer in 
i : SS ee his. Move rapidly but carefully. Make | mount ot hed = and — 
WW a8 ES him think with you. Do not try to! premiums, Claude arley of Akron, 
Hy 4%\ 3 nae y| Snewers Overy modern demand drive him, or argue him into changing | O., was second, and C. R. Lively, 
ints g eae in equipment, cuisine and ser- Grand Rapids, Mich., was third. The 
Aye LPF} Wy 18 : ° . Metropolitan branch in New York City 
vas FY a a Hy FEY Vice with nothing lost of old ASSISTANT ACTUARY was the first leading branch office in 
is =! z fashioned hospitality and_home- WANTI D_ Must be able to take entire new life business -_ a the first in 
; nn ee ee ee ree total accident and health premiums. 
pany writing Fifty Millions this year. “- A oo a ¢ 
t Usa like comfort. |f Located Eastern City Give comeiamam. Cleveland was second in life and Chi- 
A} a and salary —~ *y . cago third. Chicago was second in 

ae ar ' b letter. *rotestants only apply. Address eee , oa 20s 
> 5 “ ] 33-A, care The National Underwriter. on foerent and health and Boston 
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WANTED! 


DISTRICT AND SPECIAL 
AGENTS 


both in NORTH DAKOTA and 
SOUTH DAKOTA, by one of 
the most active and progressive 
Old Line companies in the 
Northwestern field. Writing 
business in its home state at the 


rate of $500,000 per month. 


Men of integrity and ability, 
who wish to stay and build for 
the future, will be given liberal 
contracts directly with the 


Home Office. 

We invite correspondence. 
PROVIDENT INSURANCE 
COMPANY 
BISMARCK, NO. DAKOTA 








ACTUARIES 


_— F. CAMPBELL 


Vest Monroe tre e 
Telephone Randolph { 18 


CHICAGO, ILL. 


-—— 


| FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Kraft Buil ling, _DES MOINES, IOWA 





Aiea C. HARVEY 


| 


| 


CONSULTING 


ACTUARY 


| Chemica Building ST. LOUIS, MO. 


J. McCOMB 


CONSULTING 


e COUNSELOR AT LAW 


Premiur ns, 
etc., Calculat — 
inations ML, ud 


Reserves 


ACTUARY | 
Surrender Values, 
Valuations and Exam- | 
Policies and ~ Life In- 


surance Forms Prepared. he Law of | 


Insurance a Specialt 
Colcord 1 Bl dg. OKLAHOMA CITY | 
‘J. H. ! NITCHIE — 

ACTUARY 


1523 Association Bidg., 19S. LaSalle St 
Telephone Stat ate 4992 CHICAGO 











CHARLES SEITZ 
* CONSULTING ACTUARY 
Author of 
“System and Accounting”’ 
209 So. La Salle St. CHICAGO 








REDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 
AND EXAMINER 
402-404 Kraft Building 
DES MOINES, IOWA 

















HOTEL WISCONSIN 


Big Hotel of Milwaukee 














LESSONS IN LIFE INSURANCE 
—a book for freshmen and postgrad- 


HEADQUARTERS for INSURANCE MEN 
500 Rooms-400 with Bath 
EAS uates in the business. $1.50. 
The National Underwriter, 1362 


ewes Insurance Exchange, 


Chicago. | 
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| Senator Armstrong Is 
_ Still in the Harness 


July 1 To the Edi 


ig fae x pred np 
tte in yi 





1 ssue of June 
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| NEWS OF 


Connecticut Muiual Lite 


COMPANIES 
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Illinois Life it nour t Jur 
t ad rove ntl t i 
i col 6 { 
cd f ), and 
749.000 for the I ‘ f 418 

Detroit Life—June was “President's 
Montl gents nd n aj ‘ 
tions honor of I \I 
Ol 1 rh ! ne \ lur 
tl h wa $1,560 he l 
business was $741,000 The new business 
wri n June las was $591,000 
rhe busimess written tl t six months 
was $5,074,000 ri ah \ Dp st 
have $20,000,000 of insurance in force by 
the end of the year There vill 1 " 
business ssion of the agents nventi 
at the home office Aug. 10, and another 
Auge. 14 after the return of the men fron 
Cedar Pr While at Cedar Point there 
will be no business sessions 

* * 

Great State Life, Wichita, Kan,.—This 
eompany commenced business on June 
18, 1919. On June 18, this year, its books 
showed applications received $5,411,000; 
issued business, $4,554,115; paid for busi- 
ness in force, $4,211,615 Over 90 per 
cent of the business is on continuous or 
limited payment life plans Its June 
applications were $654,550 


i * OK 
Home Life, New York—Its six months 
amounts to $22,000,000, gain 25 percent 
over the similar 1919 period. March was 


the best month with $5,257,251, 





Mid-Continent Life Convention 


The Mid-Continent Life will hold its 
semi-annual agency convention at Ok- 
lahoma City July 3, according to an- 


nouncement by Edwin Starkey, vice- 


president Mr. Starkey expects to close 
the first half of 1920 with more than 
$7,000,000 of new business paid for 
during the six months. 


Following a day of discussion among 


the agents there will be a banquet at 
the I ee-Huckins Hotel, which will be 
attended by the officers and agents of 
the company and about 100 prominent 
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Lost Policyholders 
CAN YOU HELP US TO FIND 


any of the persons named below, or their heirs? 


Year } e When 
\ I red I t | 
( fi ; ( I 
H. Ss ars ! 
} G. Koe R ( \ 
\ t I ( RUR { 
( . i & 8 ) 
, 1 893 
B. | 1909 \ 
\ \ ~ 129 \ 
If any 1 r 
the Field or Hi Ot isa ( 


The Connecticut Mutual 
Life Insurance Company 


Hartford Connecticut 


“Professional Public Service’’ 
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‘igt4 BS aie <¢ ; | 
x issu ES. AGUAS TEEDSC NTRAC TS, MAES | 
i 1( HN | P ML NN. .M.D + Good men, whether experienced in life 
| : $|| insurance or not, may make direct con- || 
France COMMITTEE || ¥|| ‘tracts with this company, for a limited ter- 
I as H. KELSEY || } || ritory if desired,and secure forthemselves, 
wit t. PORTER || & || in*addition’to* first year’s commission, a 
| L X VU & . . .. 
| Banter 7 z renewal interest insuring an income for 
EDWARD TOWNSEND 4 | the future.¥ Address the Company at its 
Fen. Saguase © Seaton Ses. Bonk | f|| He Home Office, No.2 277 7 Broadway, N. .¥!| 














ST. PAUL 





RARE OPPORTUNITY 


GENERAL AGENT 


FOR THE 


STATE OF KANSAS 


A splendid direct Home Office Contract under which a profitable and 
permanent business can be established, is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $68,000,000 OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 


MINNESOTA 








business men and bankers of Oklahoma issumed their duties. Mr. Bull was for- 
City who are policyholders nerly superintendent of ents under 
nena Mr. Tripp, and Mr. Farrington was 
Take Their New Positions formerly connected with state comp- 
. mua . roller’s office at Albany 
C. R. Tripp, manager of the Fidelity , : 
Mutual Life at Albany, N. \ has ees 
tal his new position as manager of W. W. Jaeger, regional manager of the 
aken » oN pt _ a, aoe : istern district of the Bankers Life of 
the Boston agency. H. (¢ Bull and | Iowa, recently spent a week in Indiana 
J. Farrington, the new managers at Al eatoting Banke +) Life age mee per, Joower 
Payson ae Rindge : Diaie lam. planned to spend two weeks in ndiana 
bany, covering central New York, Ver but was called to Pittsburgh and will re- 
mont and Western Massachusetts, have’ turn in September. 
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Forrest F. Dryden, 
President 


The Prudential Insurance 
Company of America 


Home Office, 
Newark, N. 


J. 


Incorporated Under the Laws of the State of New Jersey 
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1867 


1920 


Ohe 


Equitable Life Insurance Company 
of lowa 


New Business Paid for | 
Paid for | 


Gain - - - 


Insurance in Force 


December 31, 1919 


Gain in One Year - 


New Business 


For Information Address 


919 
918 - 


$ 57,328,209.86 
29,996,822.32 


$ 27.331,387.54 





$200,553,404.00 
$ 46,935,312.89 


Home Office, Des Moines 


that all the money he would have 
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PURE LIFE 
INSURANCE 
920115641 ©) 














Easy to read, easy to digest 
bu ‘ 


Insurance,”’ a text 
nderwriter Company, 1362 Insurance Exch 


easy to remember, easy to 
and review 


put at work making dollars for me’*—thus wr 
book with quiz supplement $1.00 


Chicag 


ites a 


The 
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(CONTINUED FROM PAGE 2) 


the individuals direct responsibility t 
the state, and working for greater har- 
mony and production. 
Life Insurance and 
Economics Go Hand in Hand 
| il S nce al d eco! C £ 
hand in hand. Life urance is as 1m 
portant as anything people have outsid 
of hor and food Yet there is onl 
local action to standardize agencies 
t 1 ke the uSsINess at ctive to thos« 
of real social a1 siness caste Agents 
have not be properly org l t 
ri ¢ ) thetr A terecte ge 
be managed by a few Sucl ctio 
is vicious and destructiv« Ingersoll 
said « Lincol that having solute 
power, he only 1 1 i the side o 
mere) But there are f Lincolns 
r] meetings of this orga tio1 
| its del r¢ ( s said Mr H er 
be ¢ ( lividuals re 
siding wit the six states Unfor 
? tely ? ‘ t cf et r il 
\hi olis d St this rule was 
okel loul retarded the 
di ea effectiveness ¢ your 
( s | t ugnt was ft spired 
by pre \ Cc al 1 T { \ ht Sl { 4 he] it 
was yired \ ledg of tact 
V rant g tl cti the ict 
S sed uport t 1 ental law 
the ct } ] to leg slat 
thin the stat 1 rs pertaining 
tate Tr} + of ma 
1 law < id ites ¢ Id « F throat 
is incorporated in tl nat | 
Would Make Direct 
Provision for Assured 
Mr Horner lso mad pl a at 
licies of | J l sold a 
r] S| 1 - make i: 
I visi yr the S l, to begi 
at a tu wit s or | period of 
r yectatio oO life it t t th 
ran is ght This may sound as 
e the \ rsonal ) it 
the < oti S verthe S Ss ) 
rted irre ta log I the neces 
sity of pro\ rotecti for old ag 
lus t act that ll life insurance 
I so sold, the is the years pass 
her Id be » wasted dollars on the 
part of iv individual who lived to old 
ize or to tl d f his expectancy i! 


paid 


out would be returned, and something 
besides.” 

[The Thursday morning session con 
cluded with an address by ( nmis- 
sioner Van Camp of South Dakota, who 

ve a brief history of life insurance 


underw riting, tracing it from the 
century in l 

‘A million widows are today 
vided for through the energy of 
agents. You agents have done 1 
for a class in need than have me 
anv other line of 
“Occasionally you 


business,” he 
find an 
great 
but this does not re 
nm you men as a whole 
the disciples, there was a 


agent 


appreciative of the demand 


his profe ssion 


Tudas.” 


He spoke of the wave of radica 
in certain quarters, and. stated 

m sit ted as you are in a spl 
| tion to mold public sentimer 
the right direction.” 


Getting Business Man 
to Realize Need 


Even am 


17th 


pro- 
life 
nore 
n in 
Ss iid 
not 
~ of 
flect 


ong 
lism 


that 
ndid 


Thursday afternoon A. C. Larson of 
Madison, Wis presided Me... a 
Downev Mitchell, S. D.. told of “How 
to Make the Business Man Realize th 
Need of More Insurance.” As he went 
to the rostrum he was received with the 
singing of “He’s a Jolly Good Fellow.’ 

“The man who isn’t,” were his first 
words, “never made a success in the 
lif insurance business And ‘get up 
closer’ is also good sales psychology as 


advice 
living in an age of new 
untried conditions. Th 
changed fundamentally the 


well as 
“We're 


' have 


for the present moment 


and 
ings 
past 


tive years. The work of insurance edu- 


cation has been iargely accomplished 








Now we must show the spects the 
need of increasing their lines. 
Che recent ‘ S « larger profits 
d earnings ill 1 s has resulted in 
shing better « tions: of } o 
TO the ta l Tr} usiness man 1s 
utting his | to his business He 
ust take cars int is ybligations 
and his credit standing L Ss s the 
~ est arg t t world why 
eeds 1 ‘ 5 ( 
Banker’s Attitude on 
Insurance 
“Fifteen Ss ag ittitude of 
the b K¢ ( \ sn.all line I 
l ins is loth to sex 
( st € i « i\ with ever 
quest to a 1 loat 
is ft l r s swered 
win l sura ) 1 < 
ri det $ I sul ce 
ep pace s siness needs 
i ¢ ( t s of the 1 
ture Ss ra) ri g t hy the bus 
1 + 1 
During at years he 
tect ye 
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G scus wed hic 


Tee BS seem Taxation 
e Insurance Proceeds 
ML hn R. McFee, P 


i ince 
l xes < S s rl Vv OT 
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“Sc ‘ l S as jy 
i ] taxation Sa 
tl ] I s all fe S 
“ww ‘ “ae veneral 
stat ink sent it t] solving of 
em whicl yf a family 
ices,” he said. “Let the experts handle 
th struse aneet s. Bie men seldon 
decide big questions tl iwh their de 
tails Your er | l ll b 
tl rh the 
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Sales Expert Tells of 
atom in Suc cess 


Th: success salesn nship is be 
Pity 80 and 90 percent the “man.” 
was the opening statement of J. S 
Knox, Cleveland, president of the Knox 


School of Salest nship 
s “Making Failure Im 
Three things ar 


His 
possible.” 


necessary 


bject 


ess, he said, mental development, tech 
nical knowledge and experience You 
know how deep corn crows It takes 
50 percent of its life to put do those 
roots. } +t cee } w ti ce its deve nD 
the plant. We sh ieee teem On 
ture Tt t il es 50 pert t f 1 man’s | fe 
to make preparation for a final su 

cess. 

The greatest w 1 sofn in the 
nsurance world is failure to work. Put 
in your time It pays Keep going 
The man who works systematically a 

citi ania f hours every dav no 


: y he develop a 
habit that will revolutionize his 





busi 


s 

“ £3 , ] hae , . 
Fverv Ig man who iS ever suc- 
ceeded has analvzed his difficulties and 
then gotten an idea to overcome them 


all got 


and that’s what we’ve one and 
to do. 

Thursday evening 
the annual banquet, 


was devoted to 
at which the lead- 
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HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 


W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 


HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 




















Yours for the 
asking: 


A booklet on our 





SQUARE 
DEAL 











Agency Contract 


Means much to thinking insurance men 





Madison, Wisconsin 








FEDERAL UNION LIFE 
Insurance Company 


Cincinnati, Ohio 


has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income” 


and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 








DESIRABLE TERRITORY 
FOR ALERT AGENTS 


Always ready to negotiate with 
men who can establish their 
capacity to pay for a reasonable 
volume of New Insurance 
regularly—good business placers 
steadily needed. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: Albert E. Awde, Supt. of Agencies 











37,005 PEOPLE 


wrote to us last year and asked for an illus- 
tration of our “Income for Life” at their age. 
This valuable lead service explains why our 
1919 business showed a gain of 8! per cent. 
The Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $173,000,009. Faithfully serving 
insurers since 1878. 

A few agency openings for the right men. 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
WALTER LE MAR TALBOT, Pres. PHILADELPHIA 











LIFE 


ing speakers to respond to toasts were 
Job E. Hedges, general counsel Life 
Presidents Association, New York, and 
a, Stanley Edwards, president of the 
National Life Underwriters’ Associa 
tion. rhe addresses of the evening 
sparkled with wit and humor, thor 
ughly enjoyed by more than 300 


guests. 


At the Friday morning session J. 
Stanley Edwards addressed the dek 
gates on “The “e derwriters’ Associa 
tion, a National Life Insurance Service.” 


Mr. Edwards fee easy the history of 
the national association, its growth, 
what it has accomplished in legislative 


halls (both congressional and state), 
explat ned its committee work, and 

1ally made an appeal for those present 
to aid the campaign to increase the 
membership from 10,000 20,000 by 
the time for the Boston meeting 
September. ° 


Making Farmer Realize 
Need of Insurance 


I I ( lin, secretary c.f 
Pr l Life of Bismarck, N. D., took 

i ( sio1 f “M: g the I irmer 
Re i e tl Need of Mo Insurance 

\\ ive t cre l s said. 
Che ques with the farmer is, what 
plan appeals to him best rhe farmer 





CHESTER A. SHAFER 
Duluth, Minn. 


is influenced by the motives of love, 
gain, pride, self-respect, and self-pres- 
ervation. If in each case you can de- 
termine what motive is best to you, you 
are progressing nicely. 

Not very long ago we sent to a list of 
farmers in our state men 25 to 40 years 
of age, the question, “Why did you buy 
life insurance?” The result was inter- 
esting: Sixty-: six percent to protect the 
family, 12 percent to protect debts, 5 
percent to care for their own future, 2 
percent for self-preservation, and the 
balance scattering. One admitted he 
took his policy to get rid of the agent. 


Psychology of Salesmanship 
Hamburger’s Subject 
“Practical Psychology of Salesman- 
ship” was the subject o1 a live free-hand 
address by Ralph M. Hamburger, gen 
eral agent of the Northwestern Mutual 
at Minneapolis. He said that the 
average man who speaks on psychology 
shoots over the heads of his hearers. 
They are too deep for men who are 
merely from the school of experience. 
“One such speaker in Milwaukee de 
scribed the psychology of salesmanship 
as, ‘Make the man want what you've 
got and sell it to him.’ I later told this 
speaker I'd arrange to get up a fund of 
$100,000 for him if he’d jus t tell 
definitely how to do that last thing 
“For illustration, there song on the 
Chicago White Sox two men, bold, 
5 feet 4 inches, and Jackson, ; feet 2 
inches. The former is hard to pitch to, 
the latter is a hard hitter. The plate is 
a certain width. The ball must go over 
hetween knee and shoulder. But the dif 
ference in he 
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AMERICAN NATIONAL INSURANCE COMPANY 


of GALVESTON, 
W. L. MOODY, JR. 


TEXAS 


President 


FIFTEENTH ANNUAL STATEMENT 
December 31, 1919 


ASSETS 
Real Estate Owned.. eeeees$ 884,324.41 
Mortgage Loans, First Liens.. 3,091,830.79 


Loans Made to Policyholders 


on Company's Policies 651,057.17 
Bonds . 1,589,468.02 
Collateral Loans 32,600.00 


46,679.22 
690,373.70 


Certificates of Deposit sR 
Cash in Banks 


Interest Due and Accrued.. 157,631.02 

Net Deferred and Uncollected 
Premiums , .» 168,995.02 

All other Assets.............055 2,827.02 


$7, 315, 786. 37 


LIABILITIES 
Net Reserve American Experi- 
ence 3 and 3% per cent ‘ 
Special and Contingent Reserve 226,521.59 
Death Losses in Process of Ad- 


justment peeeneeoeses $2,029.75 
All other Liabilities 100,120.13 
Capital Stock $250,000.00 
Assigned Funds 185,842.40 
DED cccccccccccocece 757,464.42 
Surplus Security to 
Policyholders  ....sscseseeseess 1,193,306.42 
$7,315, 786.37 


Life Insurance in Force, $101,632,847.00 
Paid Policyholders, $7,175,570.00 
“ANCHOR TO THE ANICO” 


For Further Particula 


c. S. HUTCHINGS 
Actuary and Agency Manager 
Ordinary Department 


rs Write t 
W. J. SHAW 


Secretary and Manager 
Industrial Department 








Exclusive Working Rights 


and 


Strong Helping Plan 


In a rich and prosperous district, are available to 
a life insurance salesman, who is a salesman, as 
a representative of a strong mutual company— 





One of America’s Greatest 





Address 19-L care The National Underwriter 








WANTED 


A responsible party as District Manager for Toledo, O., 
and Lucas County, by an Old Line company which also has 
Splendid opportunity for a man 
of proven ability to get on x ground floor with a young 


Dayton, Ohio. 


an accident department. 


and progressive Company. 





O. Box 811, 











Op nt oS 
SAUMONT-TEX” 


The Man Who Is Willing~and WILL 


We are prepared to offer unusual oppertunities for 
money-making NOW and creating a competence 


for the FUTURE. 


For Contracts and Territory, Address 


H. M. HARGROVE - 


President 
Beaumont, Texas 








CONSERVATION OF BUSINESS 


We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
thus standardizing and conserving the business, inc reasi ng the inceme, preventing lapses, and keeping 


the policyholders satisfied, and at practically no expense to the Companies. 


Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 


THE OTIS HANN COMPANY, Inc. 





ight makes some six inches 


a 10 So. La Salle St. 


Chicago, Illinois 
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Central States 
Life Insurance Company 


St. Louis, Mo. 





Insurance in force - - $53,000,000.00 





JAMES A. McVOY 


Vice-President and General Manager 
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Re 


LIFE. HEALTH, ACCIDENT **° MONTHLY INCOME INSURANCE. 


is] dtc LATEST POLICIES AND AGENCY CONTRACT Bath So tHe 
Openings OHIO, IND.. KY. MICH. and W.VA. Write Columbus 


WANTED 


A General Agent for Cincinnati 
By 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
of Columbus, Ohio 
Look up the record of this Company, then write the 


Secretary for particulars. Here’s a life-time opportunity 
for the qualified man willing to work. 














The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. For terms 
anJ territory, write to 


WM. MONTGOMERY, President and Gen. Mgr. 


New Masonic Temple Washington, D. C. 











EXCELLENT OPPORTUNITY for Reliable, Energetic men to 
represent us in the states of Illinois and Missouri with direct 
Home Office contracts. Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY OF COLORADO 


THOS. F. DALY, President 
DENVER, COLORADO 


~ Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 



























The “*Giant of the West’’ 
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difference in the necessary pitching be- 
tween the two. As quick as a pitcher 
realizes the small man is at bat and he 
must be extra careful, he loses con- 
fidence and the advantage is with the 
man at bat. 





Many Games Won and 
Lost in Ninth Inning 
“More games are won or lost in the 


ninth inning than any other. Why? 
Because the same mental flash affects 
the pitcher in the final crisis. rhe 


psychology of life insurance salesman- 
ship is in the mind of the seller, not 
the buyer. Start out with a determina- 
tion to sell John Smith and you are 
bound to do it. But determination alone 
is not all. Before you see him, know 
all about John Smith, his business, his 
needs, his family, his investments, his 


affairs generally. Determination and 
knowledge make a power you can’t 
stop. 


“In a large general agency you'll find 
a fellow who says it’s too hot, he 





ae a 


J. STANLEY EDWARDS, Denver, Colo, 
President National Association 


can’t work because one day it’s too hot, 
the next it’s rainy, and later on it’s too 
cold. Of course, he fails. The psychol- 
ogy is all the wrong way in the mind 
of the seller. 

“The buyer is ever fighting to keep 
from buying. He must be met with a | 





stronger determination. And, after all, 
life insurance must be sold through the 
emotions The heart buys, but the 


head rejects. You've got to leave his 
head alone and work on his _ heart. 
Some of my men have told me pros- 
pects won’t stand pressure. I say pres- 
sure does none of them harm and to 
push them. There’s no record of any 
agent ever having been shot by a pros- 
pect. Sometimes an agent seeing busi- 
ness in sight, is actually so afraid he is 
going to get it that the mental flash of 
fear ties his tongue. He is afraid of 
saying too much. And he loses the 
business. As a matter of fact, there is 
not a point in the business you need 
fear driving home with telling sledge- 
hammer blows.” 

On report of the resolutions com- 
mittee, a resolution of appreciation for 
entertainment at Sioux Falls was the 
only one presented and adopted. 


Part Timer’s Intelligent Work 


Fred Blattner, Jr., who is assistant 
cashier of the commercial bank at 
Wellsville and a part-timer for the 
Continental Life of Kansas City, Mo., 
recently paid a death claim for the 
company of $2,500 and wrote $52,000 
cash business in two afternoons’ work 
within a radius of three miles of the 
home of the beneficiary. Mr. Blattner 
had 25 interviews, out of which he se- 
cured 20 applications. Wellsville is a 
town of 2,000 people and well supplied 
with a number of full-time insurance 
agents. 


The Central Life of Ottawa, IL, has 
been licensed in Texas 
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Provident agen‘s are sell- 
ing not only protection but 
satisfaction. 


The policyholder who 
matures a Provident Long 
Endowment is a center of 
Provident influence in 
his community. 


PROTECTION + THRIFT SATISFACTION 
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MODERN BUSINESS GETTING METHOD 





How to Make a Farmer Realize Need of 
More Insurance; Secretary of a North 


Dakota Company Tells Methods It Uses 


OME valuable suggestions for the 
S farm solicitor, from the standpoint 
of a home 
pany which writes a large volume of 
farm were made by F. L. 
Conklin, secretary of the Provident of 


othce othcial ot a com- 


busine Ss, 


Bismarck, N. D., in his address before 
the Northwest Life Congress at Sioux 
Falls, S. D., last week on “How to 


Realize the Need of 


Make a Farmer 
” He said in part: 


More Insurancs 


Nothing Mysterious 
About Selling Farmer 
Che 


question of selling life insurance 
to the farmer, and advancing argu- 
ments and methods that particularly 
appeal to the men on the farms, is not 
I | having marked 


a new sS&sl ject ut one 
significance at this time, from the fact 
that there is growing appreciation 


value of life 
and this, with the 
prosperity, makes 

prospect as a 
class in the insurance field today. The 
of any particular class of our 
I in their 


among farmers as to the 
msuranc< 
further fact of hi 
him the most favorabl 


protection 


prosperity 
people draws business activities 


direction, 


To my mind there is nothing mysteri- 
ous about tl le of life insurance to 
a farmer, it »t require any leger 
cemain or u methods, but on the 
other hand, uch the same rules 

un ly in his solicitation 





anv other prospect 





farmer, in common with all 
] is actuated in the purchase 
( i ‘ tron a notive ior 
behind every voluntary ict lies a 
motive which prompts human action 


lo discover the dominant one 1m an 1n- 


1 , 


dividual prospect is to discover the 
secret of successful persuasion. Like- 
ise, if we can determine the prime 


and impel our farmer 
prospect as action in 
ing on the dotted line, our analysis is 


motive to arous¢ 


class to sign- 
progressing. 

rhe motives which make people act 
are as different and limited as the num- 
ber of fingers on your hand; they may 
different forms but fundamentally 





they 


are the same. 
In our business we create new 
methods of selling, new ideas, new 
irguments, but the motives that in- 


our sugges- 


peopl to act at 
and as old as 


few in number 


i 
tions are 


Motives Which May 
Actuate Farmer 
The farmer life msurance 
actuated through: 
l Love, which may take 
protection to family. 


pro spect is 


the form of 


2 Gain, which may take the form 
of saving of money, desire for future 
opportunity or position. 

Duty. which may take the form 


of a desire to protect family or business 


associates from debt 
t+. Pride, which may take the form 
ol vanity, appearance reputation, 


self respect. 

- ‘ Des } . . 

». Self-Preservation, which may take 
j desire for old age com- 
pleasure, forehanded- 


prestige or 


torm of a 
rt, a means to 
ss or a tear Of any contingency ef- 
fecting self 
Which of these dominate and actuate 
I the farmer? It has been 
had agents 


the mind of 


isserted in print and I have 


say that in order to arouse him to a 
desire for life insurance you must ap- 
peal to his selfish or self side 

Recently this question came up in 
an analysis of some renewal letters 
and literature being prepared, as to 


which of the motives the appeal should 
ve directed to secure the best results. 
No one seemed to know— so it was 
decided to let the farmer answer this 


question himself. A representative list 
»f farmers were selected of various na- 
tionalities and in different localities, all 
of whom had recently taken out thet 
first policy and who were reported to 
be in moderate financial circumstances 
Every effort was made to make the list 
as representative as possible 

The question was asked, “Why did 
you purchase your first life insurance 
without attempt to suggest the 
or reasons to be given in the 
The result was interesting 
with some difhculty that 
were finally tabulated 
than one 
under 


policy,” 
reason 

r¢ ply. 

it was 


and 
the 
With 
the 
hirst 


answers 
those giving more reason, 
answers were classified the 
one given as being the chief motive 


How Answers to 
Question Classified 


answers 66 per cent came 
the Love or family protection 
motive; 12 per cent came under the 
Duty or protection of debts motive; 
5 per cent came under the G motive, 

for the future; per 
Self-preservation 


Of the 
under 


Gain 
Save 
cent came under the 
motive, where self was the pré 
feature in the The balance 
were impossible to classify Several 
gave as a reason that their sug- 
gested it and one man said he took the 
policy to get rid of the agent 


a desire to 


dominant 


answers 


} 1 
anKCeT 


If a reliance may be had upon this 
test, it establishes without question 
that the dominant motive on the part 
of the farmer in the purchase of his 
life insurance is love of family and 
their protection, and obviously that 1s 


the chief argument to be emphasized. 


Young Farmer’s Family 
Relations Analyzed 


That this fact is true is capable ot 
another substantiated analysis The 
average young farmer begins his active 
life succeeding his father on the old 
farm, or through the purchase of a 
place of his own with deferred pay 


ments, or as a renter, or in the newer! 
states on a homestead. The next step, 
if not already taken, is to be married 
The man and wife work side by side 
with one thought and one aim—perpet 


uation of that home The hardships 
and handicaps which they experience in 
those early days, make common cause 


the struggle for the achievement of 
their purpose. In the twenty-four 
hours of the day they are seldom sep- 


arated by more than the length of their 


field. The children come and as they 
grow up they too take their place in 
the working family unit Their work 
davs and holidays, their joys and sor- 


rows, their prosperity and adversity are 
so intermingled through this close as 
sociation that it must promote in the 
farmer a love of home and family 
equalled, if not exceeding, that of his 
city brother with his business in_ the 
store, office or shop, and the many 
divergent interests including his clubs 


lodges and societies wholly apart from 
the activities and interests of his 
family. 

Love and protection have been the 
basis of life insurance arguments with 
all classes and kinds since the founda 
tion of our business and that the old 


the game do not 


changed in presenting your arguments 
to the farmer is the point I wish to 
impress. 

Most life insurance men do not use 


rules of have to be 





all the tools of their trade Like the 
farmer himself who drills in his crop 
on the stubble without first using the 
plow and _ harrow to prepar his 
ground and tr s to favorable co 

tions to give him a crop, so the aver 
age life man in his canvass depends 


a d expects the one 
results without first 
of his prospect 


upon his sales’ talk 
bring 


interview to 
preparing the mind 


through the use of stimulating litera 
ture. In both cases results may be ob 
tained but the percentages will be 


through 

cultivation in each instance. 
Instead of the old-fashioned 

of the homestead the farmer of today 


highly increased preparatory 


isolation 


is in close touch with the towns and 
cities that create his markets—by tel 
phone, by railroad, by interurban and 





by automobile He has time tor read 
ing. He is becoming better posted on 
public events and market conditions 


than his brother in the city who spends 
much time rushing from one place to 


another [The farmer of 


thinker and during his hours alon 
working about his field, he has time 
to ponder over impressions gained an¢ 
develop them into desire and action 
Good Chance to Use 

Company Literature 

This leads to the question Are we 
taking advantage of this Pp ychological 
fact through the distribution of th 
excellent literature prepared and fur 


The se circu 
letters are th 


ished by our companies 


lars, booklets and form 


product of some of the most forcet 

and brilliant advertising minds in the 
country. Much of this prepared matter 
s marvelous in the strength of its ap 


n brevity, dit 
influence 
any < ste 





peal, literary classics 
ness and compelling 
How many of 
matic this material 
to allow it to accumulate in 
the dust of time 


you make 


use of other than 
your ol 


catch 


Put Prospect in 
More Receptive Mood 


Do know 
your ill be 
to 30 per cent by mai 
to your prospect in 
canvass, thereby placing his mind in a 


that properly used 
increased from 10 
ling this m: 


advance of 


you 
' 

Saics W 

iterial 


your! 


more receptive mood and that when 
you call personally he will be in a posi 
tion to more quickly visualize your 
arguments They pave the way for 


your introduction and you do not com« 
to him altogether as a stranger. H« 
is less skeptical and suspicious and is 
not unconsciously combating every 
statement and so busy thinking up 
lenials that he cannot realize the value 
of the proposition being placed before 
him 


All of this literature will not be read 
but this does not imply that it does 
not have its effect At the time of 
your call he will remember the circu 


lars and pamphlets he has received even 
if he has not read them carefully If 
he has gone as far as the caption or 
the first sentence it has made a good 
impression. He will remember, not 
consciously perhaps, but it will cause 
him to say to himself, “I have heard 
of that company,” “I should have more 
life insurance,” and thus you have 
planted a germ of thought which 


should grow and make it less difficult 
when it comes to vour canvass 
Company literature is a poor closer 


use it to 
it to work 


but a mighty good 
open men’s minds and allow 
in advance, so that in calling upon a 
prospect all of the time may be spent 
on a partially interested and educated 
prospect, and through its use you can 
not overlook the additional opportuni 
ties that are yours provided you work 
hand in hand with the company’s ad 
vertising selling system. 

Another interesting angle in connec 


opener; 
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Points on Selling 
a -_ | 
lo Farmers | 
i 
| is not the | 
na in that ] 
é ctured He sctuat 
the otives of 
> i 
i , ‘ } 
i nie I ¢ t otive th 
nar of t farmer in the put 
| ( isc miss lite nsura ] 
of 7 1 and ‘ protect a I 
ent t be ¢ phasized | 
M t ce me a | 
? ’ , , | I} 
t t ‘ | 
‘ t t » 1 ‘ | 
' Ve } ; sal 
he t the teratur 
7 | 
4 \ s | | ‘ 1) 
1] +?) ; 
all t country | 
e | 
i Tt tocay at er | 
i¢ s ft r reading | 
( y t ture poor 
( er but a ty good opener 
] male ( osity i 
ress \ é osure in plait 
] ¢ | 
( ‘ s to ‘ | 
tention of both | 
x | 
—F. L. Conklin, at Northwest 
Congress. 
| 
t wit! ; t lit ‘ { 
vass lit e and wl fre trial 
also I car e¢ < | i le 
t p vchol ‘ a] rece 
1 ol! tatist cr versant 
wit sales has ade the tate t that 
es per | nt s les ‘ | eT 
t won | women, ¢ id t 
result of women’s influenc« \ he 
freater proporti of our lit t 
ance is take out to protect ws n 
and children and as a woman kn 





ust how — she would feel if he 
were left rlons the \ rl with re 
spor 1] i littl ( | ind i 
women largel ecide the questi ot 
whether life insurance should be cat 
ried, a greater appeal in the use « s 
advertising would result if it should 
come to the attention of the wife of 
the household 
Capitalization of 

Male Curiosity 

It is the capitalization of this fact 
used in col ection with another 
medium known as male curiosity. sug 
gested in the llowing plan Address 
your enclosure n plain, sealed en 
velopes to the wife and through this 
means you will be killing two birds 
with one stor as the man receiving 
the letter addressed to his wife and 
which appears to be a strict] personal 
one, will do one of tw things either 
open it or fight his curiosity and wait 
the chance t see what it contains 
after his wife has gone over it and in 
this way you secure the attention of 
both, 

When an unmarried man receives 
mail so addressed, his curiosity will 
also be arou and he will wonder 
who thought ( ad a wife, or else will 
be pleased at even the suggestion 

To sum up, | have endeavored to 
impress upon you two facts, (1) that 
the farmer is not the selfish, narrow 
creature that he has been pictured and 
that he is actuated from the same 
dominant motives as are any of us, and 
(2) that you are neglecting a scien 
tifically proven phase of salesmanship 
if you are not systematically using the 
literature provided by your company 
as assistance in the development of 
your territory 
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were offered $25,000 in stock in a bank 
that would agree absolutely to keep up 


= cca, “| 
| | | ARGUMENTS FOR BUSINESS MEN 
WAN ED | Speakers at Northwest Congress Tell How They Can Be Induced to Increase Their Insurance 
‘ . o . | : ee ae 
First class Field Superintendent. HE discussion on “How to Make usual level until a purchaser could be 
the Business Man Realize the! found. This would maintain the busi- 
in ° | Need of More Insurance” at the! mess for the estate without deprecia- 
For an old line Life Insurance Co. J xoriwest Congress imecting last week | tion , 
brought out an unusual number of in-| ¢ , : 
| Constructive Interest Greatest Element 
° 4 teresting suggestions Among them 
Location Middle West were: F. M. Flory, Minneapolis: Salesman- 
C. L. Miller, of Madison, Wis. One| ship by insurance agents to any line of 
Salary and Expenses of the crowning difficulties with many | business comes into the general psy- 
° ° ° ° . agents is they talk life insurance as if | chology of sales. You meet a friend, 
This is an exceptional opportunity. Liberal os \ ere sellin g = modity. Ifa he he ps “ and asks how son —— 1s 
. . . storekeeper selis me a ictrola tor $125, at home ont you, mentally a east, 
Commission contracts, with perpetual renewals, there is an exchange of equivalents. | turn around to size him up? It is 
ff O li < [his is the basis of all trading. In| because he has shown an interest in 
to offer agents. ur policy contracts are un- selling life insurance there is no ex-| you and yours. I maintain a construc- 
o M change of equivalents except in a sense | tive interest is the greatest element in 
| excelled. Correspondence confidential. eee Se ees hk ee) Cece caice, le ae daa ie 
count. We shouldn’t try to sell insur minister, physician, educator, and in 
| Address, 92-F ance on the theory of an exchange of each of their desks you'll find tucked 
} ‘quivalents. away a lot of stocks that are no good. 
Care THE NATIONAL UNDERWRITER : st pans Sioux Falls: Business, W hy did they buv the : ? 1 ear is at 
| 175 West Jackson Boulevard should have more life insurance to pro the base of it. In such prot ssional 
CHICAGO ILL tect both estates old age savings Classifications, the average earning 
’ . of the business man against anything we 1O¢ ts much beyond 50 
that may sweep away what he's got ars Of age lhe older men are be- 
_ I believe every man living should have ng crowded out by the younger Che 
more life insurance smooth stock s t this 
Talks “If” Out of Business ; mg 1 ne brit gp re 
n Q ble to bring qui returns 
F, H Becker: Let a man buy more lo vu “¢ t I e sold many 
° e ° life insurance to take the “if” out of his| such prospects bonds in the form of 
pUSINESsS s he alue of the dollar ( de ’ oli I ( natt - 
Indianapolis Life Insurance Company uisiness. As the value of the dollar | endowment policies, a bond to mature 
INSURANCE IN FORCE oa oy 1a] : d SI ch i b : h iti l vay nt, and 
x M. Buck: ie average business | it beats the usual bond in that at death 
1905 $ 325,000.00 ————— man has practically his all in his own t y time it pays its full vah 
1906 1,281,909.93 : leaned et a ss. It is ne ver rig as Protect Period of Failing Income 
nsurance Issu much after he is gone without Nis al : : . 
1907 2,158,315.62 1919... 580,823.00 rection Therefore he should take \. O. Eliason, St. Paul \ protes- 
1908 2,344,449.12 sien | : ional man’s income con kis 
° : business protection. sional mans income comes weeKkiy 
1909 3,037,135 59 Total Death Cains \. G. Nicholson: Tell the business Or monthly, and ceases when he is no 
’ ’ “ Paid......... 388,901.45 man his biggest asset in his business is | longer able to work. It is important 
1910 3,760,237.71 Total Dividends himself. His life therefore should be | to = to him the need of pro- 
Paid — (Purely insured up to the standard of his great-| tection at the time when his earning 
1911 4,451,264.48 Mutual, oe stock) 328,108.40 est asset. power greatly decreases or ends Ask 
T rR ton. Sioux City: -alle how he expects the wife and children 
1912 5,756,690.86 Admitted Surplus 101,350.49 m, a et seca Pi port pa ‘ss bel will get ‘slong when ‘ee is called, lor 
1913 7,011,554.27 Admitted Assets 1,744,366.92 $25,000 and didn’t want any more. I the professional man accumulates but 
asked him what he would think if he | little estate. If unable to buy enough 


suggest his taking in 
installments over a 
the 


full insurance, 
surance payable in 


10,231,921.21 its dividend payments after he had period of 5 to 10 years during 
1916 12,021,820.06 gone? I pressed the matter and in| family’s readjustment. oe 
twenty minutes was writing him a $100 M. W. McMillan, Milwaukee: The 


oe 
1918 


13,665, 053.54 
15,532,346.26 


FRANK P. MANLY 
President 


a month income policy. 


Protect Management of Business 


manufacturing or mercantile business 
can be carried on by others, but not 
so the work of the professional man 


—_. “We Ae »| Tell him life insurance f tahes the 

1919 HOME OFFICE: Ira G. Miller, Nebra ka: Tell the Tel! hin fe in urance furni hes th € 
20 456 374 44 ‘ business man life insurance protects his | best way ut of his difficulty. The in- 

? 9 a Indianapolis, Ind. management of his business which is | surance man has the best of the argu- 

worth just so many thousand dollars. | ment that his first and best buy is life 

















“The Oldest Company in America” 


It appeals to them all. 
F, L. Good, Sioux City: 


Ask a man 


that his insurance should equal it. 
F. H. Schofield, La Crosse: Life in- 


The annual loss to the pub- 
get-rich-quick schemes is 


insurance. 
lic through 
said to equal the annual payments for 


what he’s earning. Then get his age 

and expectancy. If it is 20 years and| life insurance. Life insurance greatly 
| he has a salary of $5,000 a year, his| reduces such waste. I would suggest 
worth is $100,000. Show him this, and/ for the average professional man a 


combination of three separate monthly 
income policies, giving, $100 a month 
for 5 years, $100 a month for 10 years, 


Issued its first Policy in 1843 surance is the best investment of sur- ; 

plus. Of all investments, life insur- | 100 a month for 20 years. This gives 
- ; a Br ae creas ; : F = +i ate F e490 _—_ * -eare >, 
Three leadership achievements of the Mutual Life:—The ee ve =< and _ — Sis ae cog Bg 5m peal These 
° > ° ‘ ° i » ( -stimen days suc < ) l ya e S care Oo 3 a wy In tS 
American Experience Table of Mortality, the cornerstone of ier tae: neil of soemins ail F sania period. The only reason for 

ni ife insurance. The “contribution " of s is- a =e not pressing the conti S pi 
I 10fern life insura . Tr e con u plan of urplus dis Concerns Depend on One or Two not pressing the continuous payment 
tributien, used almost universally by American companies. The plan is the extra cost which in many 


Continuous Instalment policy, the basic form of all Life Income 


There are 
stock 


W. E. Davis, Minneapolis: 


many co-operative and small 


cases is beyond the prospect’s means 
and if you try to rush him, he rejects 


contracts. | companies, dependent as a rule, on the | insurance altogether. 
as —~—* ' : management of but a - men ee 
Mutual Life’’—known in every household. Unexcelled Life insurance gives these men an op-| : , 
- | portunity to assure those interested r. B. I{utton of Iowa spoke of the 


policies and service, notable financial strength, co-operation with 





and their stockholders of the concern’s 


in continu- 
Farm- 


farmer’s need of insurance, 


agencies. Life Insurance at its best!—the Agent’s desire and ideal. safety. The business life insurance | ing the round-table discussion 
also gives stability to any selling of | ers are divided into four general 
°,° . fe . fae f- ren r 
For terms to pr ing Agents res additional stock issues. : classes—farm owners, farm renters, 
: P oduct 8 +tBe address B. M. Crawford. Beaver Creek: One| agriculturalists, and stock raisers lf 
idea I have used is to assure a man| he owns the farm, talk to him about 


The Mutual Life Insurance Company 


of New York 














of greater safety; that if it is known 
he is insured, men who might kill him 
for his monev otherwise, know if they 
did the insurance companies would ever 
have Pinkertons on their track. 

\. B. Farmer, Philadelphia Life: Re 


insurance to protect the mortgage. (In 
most cases there is a mortgage.) If in- 
jured, his interest is pzid by the 
ability clause. Life insurance is doubly 
needed for the farm renter, f 
called, his family finds no estate left 


dis 


rr if he is 


34 Nassau Street, New Yerk City mind the business man that in event of | and no way to fay the rent—except 
the death of the head of any business, | with insurance. The agricultural 
that business is bound to run down. | farmer will tell you he takes out hail 
Life insurance would keep it up to the | insurance to protect his corn Ask if 
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it isn’t vastly more important to have | Armstrong, H. 


life insurance to protect his children. 
lf he believes in it for himself and his 
corn, why not for his little ones? The 
stock breeder insures his cattle for 
large amounts. If it is 


| 


necessary to} 


insure his stock for his own protection, | 


isn’t it necessary to insure himself 
to protect his family? 
Wheat Up; Insurance Isn't 

A. T. Downey, South Dakota: Show 
the farmer that although wheat has 
gone up, life insurance hasn’t; that the 
amount of wheat that a few years ago 
paid for but $2,000 insurance will now 
pay tor $5,000 more. 
afford it and should sign 
line. 

J. I. Crawford, Beaver Creek: 
vocate the raising of blooded stock by 
the farmers. The man who has blooded 


on the dotted 


Therefore he can | 


Ad- | 


cattle has animals of greater value, and | 


needs protection 
insurance. 


therefore his estate 
with increased life 

Mr. Payton, Sioux City: Show the 
farmer where he transfers his money 
or products into farm machinery or 
other property, it is not worth any 
more. If he takes $100 worth of corn 
from a crib and turns it into life in- 
surance, in event of his being called, 


without juggling he has turned his 
$100 into $5,000. 
Appeal to Same Motives 
M. M. Deming, Iowa: The farmer 


ean be appealed to on largely the same 
arguments as the business man, love 
of wife, family, children. He differed 


with a previous speaker who had sug- | 
gested limited payments on monthly in- | 


come policies tor a professional man 
He stated such payments cease just at 
the time of the recipient’s old age and 
greatest need, and it is a crime to leave 


the old folks unprovided for. 

Mr. McMillan in reply stated he only | 
advocated such insurance to last] 
through the expectancy. 

Another Big Chicago Case 

Mrs. Emily M. Roby, agent of the | 
Penn Mutual in Chicago, has just} 


closed a $500,000 corporation policy on 
the life of a Chicago business man. 
While refusing to disclose the name or 
business connections of her client, Mrs. 
Roby said that he was the head of a 
large manufacturing concern, which 
has just begun the erection of a new 
factory. 

Mrs. Roby is quite pleased with this 
recent triumph not so much because of 
the size of the policy but because her 
client man to whom she has sold 
insurance many times. In the absence 
of a name she speaks of him as “one 
of her satisfied policyholders.” She 
sold him his first insurance policy in 


Sa 


1913, and she has sold him a number | 
of times since then. Mrs. Roby was 
unable to place any of the last policy in 
the Penn Mutual. Her client has al- 
ready reached his limit in that com- 
pany. The insurance was divided | 
among eight companies. Some diffi- 
culty was experienced in placing the 
business due to his age. He is 59 
years old. 





Aetna Life’s Kansas Meeting 


Following a 30-day drive for busi- 
ness, during which time they submitted 
$936,000 in business, the Kansas Aetna 
Life men met for a two days’ rally at 
Lakeview Club house near 
Kan. Manager Cropper announced at 


Topeka, | 


that time the promotion of J. Z. Arm- | 


strong from field special agent to field 
superintendent of agencies. The men 
were divided into teams in the drive 
for business. One team was piloted by 
S. W. Adams, assistant manager, and 
the other by Mr. Armstrong. Mr. 
Adams’ team wrote $534,000 and won 
the contest. 

The Kansas agency of the Actna has 
maintained an average production of 
a half-million a month for 1920. O. T. 
Cropper has been manager since 1914. 


Present at the meeting were Manager | 


Cropper, Messrs. S. W. Adams and G. 
W. McClung, assistant managers; J. Z. 
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Bruce Grif- 
Reitz, C. E. 


Hock- 


K. Stewart, 
fith, Mark Bridges, G. N. 
Murphy, R. A. Crumrine, W. E. 
ett, H. H. Morrison, S. J. 
A. E. Hoy, C. R. Jellison, D. C. Ham 
matt, cashier; John R. McClung, T. O. 


Armstrong, | 


McClung, F. E. Tucker and A. E. Red- 
ding of the Kansas City branch office | 
| ot the Aetna Casualty & Surety. 


W. KE. Smith, formerly principal of the 
Langlede County Normal School at An- 
tigo, Wis., has been named as general 
agent for the Central Life of Des Moines 
He will have supervision of the Apple- 
ton district, which includes Outagamie, 
Waupaca and Portage counties His 
headquarters will be at Appleton. 








The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the 
Western Reserve Life Insurance Company of Muncie, Ind., 
has the agent who desires to be a general agent can think 
favorably of that institution. Permanent success can only 
be attained through a permanent connection. The companies 
that stay are the companies that pay the representative in 
the long run. 


WESTERN RESERVE LIFE INSURANCE CO. 


John W 
General Counsel 


J. H. Leffler, Acting President Dragoo, Secretary 


Harry H 
Muncie, Indiana 


Orr, 








dental 





Insurance 
continuous-Participating. 


CONTINENTAL LIFE INSURANCE COMPANY 


Assets, $3,566,304.16 


Our Policy Forms Contain the Following Provisions: 
death, 
Surgical operation benefits, Annual dividends, 
mium loans, Cash loans, Extended insurance, Paid up insurance, Cash surrender values, 


JOHN W. COOPER, President 


Insurance in Force, $32,000,000.00 


Double Indemnity for acci- 
otal and permanent disability benefit Partial disability benefits, 
Optional methods of settlement, Pre- 


cover policy loans, Installments certain-Participating, Installments 


Very Attractive Agency Contracts to Reliable Men 


Kansas City, Missouri 











George Washington Life Insurance Company 


Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Monthly 
Income Coupon Bond Policies are growing in popularity. We are 
also writing all standard forms at low premium rates. A few attract- 
ive Agency openings are now available in the state of Ohio. 
particulars address 


C. B. BEAUMONT, State Manager, 2205 E. 83rd St., Cleveland, Ohio 





For 








Guaranteed Low Cost Policies. 


O. W. JOHNSON, President 


MANAGERS FOR IMPORTANT DISTRICTS IN OHIO — INDIANA — ILLINOIS — MICHIGAN 


Any one of the above is an absolutely first class opportunity. 
furnish evidence of your ability as a Personal Producer, your application will be considered. 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


WANTED 


As Good as We Can Make Them. 


If your record is clean and you can 


The Rookery, Chicago 
S. W. GOSS, Vice-Pres. and Agency Mgr. 








Indiana National Life Insurance Co. 


WE AIM TO GIVE THE FULLEST SERVICE TO ALL WITH WHOM WE HAVE RELATIONS 


Our policy contracts are liberal and modern, having many 
features that appeal to agents and prospects. 


WE PAY OUR AGENTS WELL WHO DESERVE WELL 
For Territory and Agency Contracts Address C. D. RENICK, President 


INDIANAPOLIS 


Our Home Office is helpful: our agents are pleased with 
the treatment accorded them. 








Now is the 


Write direct to 


THE DETROIT LIFE 





THE DETROIT LIFE INSURANCE COMPANY 


AGAIN NUMBERED AMONG MICHIGAN’S LEADING COMPANIES 





UNUSUAL OPPORTUNITIES IN MICHIGAN FOR THE WIDE-AWAKE SALESMAN 
time to join the Agency Force of a well-established and rapidly-growing organization, 


THE DETROIT LIFE, “The Company of Service”—SERVICE established both for the good of Policyholders and Agents. 


We are at your service if you wish to join our ranks. 
men who wish to add materially to their incomes. 


INSURANCE COMPANY, 
M. E. O’Brien, President 


a We have some very attractive Agency propositions to offer te energetic 
Why not get in touch with us, consider the proposition, and then decide 


Home Office: Blessed Building, Detroit, Michigan. 
James D. Baty, Sec. & Treas. 
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ONCE MORE IT 


Leads Them Allin Kansas 


Of eighty-seven old line Life Insurance com- 
panies writing ordinary business in Kansas dur- 
ng 1919, official advices from the State Super- 
intendent of Insurance again demonstrate the 
choice of the people of its Home State to be 


The Farmers & Bankers Life 
Insurance Company 
WICHITA KANSAS 











dealings have gained for this Company the unquestionable stand- 
ing and confidence of its policyholders and agents. 
Attractive general agency contracts with unusual opportu- 


nities for reputable, industrious 
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features. 





Write for Information 


[> 











In 1919 


$88,006,000 
| Standard Business 


Dividend Scale Maintained, Surplus Increased 





Boston, Mass. 





44 General Agencies paid for 


New England Mutual Life Insurance Co. 











An Exclusive Life Reinsurance Company 


THE REINSURANCE LIFE COMPANY 


OF AMERICA 
DES MOINES, Iowa. 
Full Coverage 





Prompt Service 
Attractive Contracts 


F. D. Harsh, Secretary 
ra) 


H. B. HAWLEY, President 














are given herewith. While only a smal! 
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Company) 


American National 
Boston Mutual 
Clover I eaf 


Washington 
American 
Northern 
Home L. & A 
Inter-Southern 
Kansas City 
LaFayette . ° 
Lutheran Internationa 
Midwest 


North American, Ill 

North American Can 

Peoples . : ° 2 08 
Postal . 

Ce ee ene er ere a 


Security, Chicago 
Southern L. & T 
Southern States 
Toledo Travelers 
Volunteer State 
Western, lowa 


WORKING A TERRITORY 


(CONTINUED FROM PAGE 3) 
work It enables him to judge his 
own efficiency, points out to him his 
shortcomings and suggests wherein 
improvement may be made. 


Question of Personal Limitations 

In our profession, there is practically 
no limit to our possible success. Suc 
cess depends solely upon our own per- 
sonal limitations. Some men fail com- 


pletely; others are merely able to make 
a scant living; large number have 
good success and a few enjoy an an- 
nual income of six figures. The de- 
gree of our success depends wholly 
upon our ability to overcome our limi- 
tations and upon our capacity for sys 
tematic work If we have ability, 
stability, system and action, success 
will be ours 


Some native ability and aptitude for 
our work is a good beginning for suc 
cess. A knowledge of the business, 
personal rectitude, honesty and con- 
scientious service are essential or suc- 
cess will be merely transient and short 
lived, but certain it that hard and 
systematic work absolutely neces- 
sary, no matter what the other quali- 
fications, in order to attain any meas- 
ure of real and permanent success in 
this day and age where competition is 
keen and the public well in- 
formed on questions pertaining to life 


is 


is 


so so 


insurance, 


Large Territory Not Necessary 
It is not necessary nor even desir 
able to attempt to work a large terri- 
tory. A single good county in any ot 


the states represented in this Congress 


is sufficient territory for an agent to 
develop a million dollar a year agency 
n a short period of time if SVs 


tematically and intensively cultivated 
Attempting to cover a large territory is 
a waste of effort and an economic loss 
of time and energy which fails to p.o- 
duce the best results both for the agent 


ind his prospect. 

The real high-grade life underwriter 
can, if alive to his possibilities, so 
establish himself as to become a power 
1 hi community ind he lool d up to 
as its trusted financial advisor. ar 


man, woman and 


should know every 


is territe 


ith the 
surrounding 
his knowledge unselfishly with the so 
of prescribing for each in a 
with particular requir 


Irv, acquaint hi 
financial cit 


particular 
Tr and 


use 


each 


purpose 

| cordance his 
ments. 

Can’t “Work Out” Territory 


When he has established his reputa 
tion for integrity. knowledge of his 
| business and unselfish devotion to the 
needs of his prospects, he is in a posi- 
tion where he can ply his profession 
1 after day. vear in and year out 


cayv 
| alwavs assured of an increasing patron- 


The first reports of the life com- | 
panies, showing the amount of business 
paid for during the first half of 1920, 


percentage of the companies have been | 
heard from it is evident from the early 


Life Dasteaan for First Half of 1920 


returns that a complete report will re- 
veal a new high water mark in life in- 









surance. In many instances the busi- 

ness for the first six months of 1920 
has doubled that for the same period 
last year. The companies and their 
figures follow: 

su New Business In 1 Force 
no Ist 6 mo. 1919 Ist 6 mo. 1920 
3,2! $ 2,622,000 ; 
82 1.300.000 
21 400,000 
2.06 1,565,874 
1,6 1,230,125 
1.306 600.500 , 
4.350.000 1,35¢ 000 000.000 
8,317,109 4,781,284 6.000.000 
40,574,504 37,589,979 28,138,405 
1,346,685 741,995 1,286,657 
2,204,841 1,520,050 1,924,441 
1.537.500 866,000 671.500 
19,000,000 6.000.000 o0o.000 
12,312,644 11,054,662 8.224,08:; 
3,822,500 2,438,27 3.258.069 
2.616.800 2.185.779 1.300.000 
56,818,000 39,177,000 17,641,008 
10,000,000 082,732 5,887,000 
13,005,365 7,751,940 5,253,425 
7,410,982 5,035,438 6,000.02 
91.000 84.000 23.000 
7,749,830 41,826,563 756,173 
3,065,000 2,559,151 0,000 
age, for there is no such thing in our 
proiession as “working out” a terri 
tory, i the work is properly done 

Working out” a territory and “burn 
ing it up are two quite different 
things. No matter how systematically 
or intensively a held is cultivated it is 
never finished, for conditions are ever 
changing and new prospects and pros 
pects tor additional insurance come to 
light every day. 

The real high-grade life underwriter 
ot today never “burns up” his field— 
that can be done only by deception and 
fraud, by forgetting the needs of the 
prospect and thinking only of present 


personal gains. That is done only by 
the agent who is here today and some 
where else tomorrow and who nevet 
expects nor even dares to return after 
the first “once over.” Che “stay in 
town between trains” man can never 
make a permanent success. He can 
work only at random and in a hap- 
hazard manner. It is impossible for 
him to know his prospects, understand 
their needs, and render them intelligent 


service. For him, systematic, intelli- 
gent and intensive work is impossible 
and he can never hope to even worry 
the local, recognized life insurance ex 
pert who does cultivate the field regu 


larly; systematically and _ intensively 
and who is right on the ground to 
continue his service after the policy 
is issued 


Prussian Life’s Record 


For the thirteen years in which the 
Prussian Life, of Berlin, transacted life 
reinsurance business in the United 
States, prior to the seizure of its plant 
here by the alien property custodian, 
the mortality record of the company 
was but 79 percent of the expected. As 
the time of the reinsurance of its risk 
in the Metropolitan Life, it had about 
$30,000,000 of business in force 


New Class Has Matriculated 
The third class of the School of Life 
Insurance Salesmanship at Carnegie 
Institute graduated June 18. Out of 72 


students entering on April 5, 64 received 


their certificates of graduation. The 
graduation address was delivered by 
Dr. E. G. Simmons, vice-president and 
general manager of the Pan-American 
Life of New Orleans. His subject was 
the “Ethics of Life Insurance Sales- 
manship.” 

The summer school opened June 21 


with 61 students registered. Twenty 
companies are represented and the stu- 
dents come from 22 states. The work- 
ing schedule for the summer school 
comprises four class hours per day, six 
days in the week, for nine weeks. The 
total enrollment in the Carnegie School 
of Life Insurance Salesmanship for its 
first year is 241, representing 43 com- 
panies and coming from 38 states and 


Canada. 
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OF ILLINOIS 


Sustained Enthusiasm 


Under the spur of enthusiasm men 
can do great things. When enthusiasm 
wanes accomplishments diminish. 


Phe Central Lite of [linois agents 
do not show diminishing results. 
Their enthusiasm is sustained, 

sustained because they have ground 
floor propositions with a company 


over which they can be enthusiastic, 
one with a past that can be remem- 
bered, with a present that is an tn- 
spiration and a future that is a spur 
to bigger things. 

Phere are some ground floor openings 
for men who wish to profit by the 
sustained enthusiasm possible with 
a company like the 


CENTRAL LIFE INSURANCE CO. OF ILLINOIS 


OTTAWA, ILLINOIS 


$32,000,000.00 in Force 


$3,000,000.00 Assets 


H. W. JOHNSON, Pres. 


W. F. WEESE, Vice-Pres. 


Illino’s Missouri —lowa -Minnesota 


S. B. BRADFORD, Sec’y. 


Nebraska -South Dakota Michigan and 


just admitted to Kansas and Texas where we want a few highclass General Agents 














Why Peoria Life Men Make Money 


. WE PAY AGENTS what they deserve. Our agencies are the building force of 
the Company. We make them into a Big Happy Family of Successful men. 

. MEN AND WOMEN are insured on equalterms. Women are valuable insurance 
prospects for large policies today. 

. PARTICIPATING AND NON-PARTICIPATING POLICIES— We issue both kinds. 
The agent who has BOTH RATES to offer can meet any competition. 

. SERVICE TO AGENTS—We give it. Every agent is given assistance and in- 
structions until he is asuccess. Every man must make good. He is our partner. 
His success is our success. 

. QUICK DELIVERY OF POLICIES. Most every policy is issued the same day 
the application is received. Every agent knows the danger of delay in deliveries. 

. WE GUARANTEE TO SAVE 4 PREMIUMS on a 20 Pay Life Policy and pay 
Dividends besides. This is known as our G. P. A. Policy. Is it a good seller? 
‘‘Ask the man who owns one.’’” WE HAVE MORE THAN TWENTY MILLION 
OF IT IN FORCE. 

. ALL PROMOTIONS ARE MADE FROM THE RANKS OF OUR OWN AGENTS. 
They not only DESERVE but they GET all our good positions. Each man with 
us knows he has the opportunity—something to work for all the time. 

. INCOME POLICIES—They are good sellers today. We issue the best we can 
make—both PAR and NON-PAR. Low Premium—High face value—Totai Disa- 
bility—Endowment feature—and everything—-A check from beyond the grave is 
Daddy’s contribution to the family. 

. IT IS SUCCESS THAT SATISFIES. ONE out of every THREE of our entire 
Agency Force pays for more than $100,000.00 of business each year. To build for 
the future—to grow—to make money—that’s what really satisfies, isn’t it? 

. WE GIVE SERVICE TO POLICYHOLDERS. When the policy is placed our 
service has just begun. Death Claims are allowed within 30 minutes after proofs 
received at Home Office and check immediately issued. No delay—no red tape. 
This service makes our agents popular. We also have a Special Policyholder’s 
Month each year. 

. A FARM MORTGAGE BEHIND EVERY POLICY. All our investments are made 
in Farm Mortgages, except LIBERTY BONDS, LOANS ON COMPANY’S POL- 
ICIES AND OUR HOME OFFICE BUILDING. Net rate of interest earned on 
Farm Mortgages, 6.2°;.. 

. WE ARE CONTINUALLY ENTERING AND DEVELOPING NEW TERRITORY. 
This offers great opportunity to agents. WE MAKE THE CHANCE FOR YOU 
TO MAKE GOOD. 

. WE INSURE TOTAL ABSTAINERS AT REDUCED RATES. Business is sepa- 
rated into two classes—T. A. and General. This is a great advantage to agents 
in closing business. 


A LIFE TIME CONTRACT DIRECT WITH THE COMPANY’ 
IS WHAT WE OFFER TO GOOD CLEAN MEN. 














Good Contracts To Live Clean Agents 


Peoria Life Insurance Company 
PEORIA - - ILLINOIS 





